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The washing machine 
manufacturers want 
to help hardware men 
by eliminating some 
of the trade abuses 
which have crept into 
the distribution of 
washers. You'll 
thank them; read 
page 73, this issue. 
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National 
Garage Door Set 

















Salient Features of No. 801 Set 
The National No. 801 Garage Door Set 


is built from strong and lasting material 
and made to fit closely without binding 
even in the wettest weather, as it is com- 
pletely weather proof. 


The doors swing easily on hinges and are 
equipped with our No. 27 Latch which 
is solid, simple in design, and neat in 
appearance 


National advertising and National co- 
operation help to boost your sales and 
National direct-to-dealer service insures 
you quicker deliveries at lower rates. 





National Mfg. Company 


No. 27 . . : 
Latch Sterling, Illinois 
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Gathering Greenbacks in Greensboro 


How Odell Hardware Company 
Has Achieved and Maintains 
Leadership in North Carolina— 
A Word from the Big Boss on 
the Odell Store Salesmanship 
School — Complete Description 
of Store and Stock Arrangement 
—Kelly Tells How to Increase 
the Dividends of Retail Sales- 
manship 


ware Co., is on the main line of the Southern 

Railway System, between Washington and 

' Atlanta, in Guilford County, North Carolina. This 

city is situated in the heart of the Piedmont sec- 

tion, and is noted for its unusual climate and the 

unequaled hospitality of its people. It has an esti- 
mated population of 48,000 inhabitants. 

Just outside of the city is that memorable spot, 
the Guilford Battle Ground, now a national park, <: Kell 1 
where General Nathaniel Greene, at the Battle of Pees Bay Hood. 
Guilford Court House, turned the tide for victory ware Company, Greens- 


(GF wate Co, is the home of the Odell Hard- 





‘ 
C. H. Ireland, president 


and general manager, 
Odell Hardware Company, 
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Greensboro, N. C. 








“Some years ago 
I realized that there 
was a great lack of 
information on the 
part of the house 
salesmen regarding 
the goods that they 
were actually sell- 
ing. I therefore set 
aside a room, fitted 
up with chairs and a 
table, and into this 
room I brought my 
young men and con- 
ducted a_ regular 
school of salesman- 
ship: I ran that for 
a year and at the 
end of that time I 
gave diplomas to the 
men who. had per- 
fected the course.” 

C. H. Ireland. 








of the colonies, by his defeat of Lord Cornwallis, 
winning the independence of America. 

At White Oak, a suburb of Greensboro, two miles 
by electric railway, are the White Oak Cotton Mills, 
the largest makers of cotton denims in the world. 

In the center of the city, on the main thorough- 
fare, is located the retail store of the Odell Hard- 
ware Co., one of the largest and best equipped hard- 
ware stores in the South. The retail store occupies 
a three-story brick building, with basement, which 
has a frontage on South Elm Street of 70 ft and a 
depth of 130 ft. This store is just one block from 
the Southern passenger station. 

The entrance to the retail department is through 
double glass doors, on each side of which are large 
show windows. In the main aisle is seen, as you 
enter the double doors, silverware, cut glass, china 
and fancy goods on the right; general hardware, 
tools and entrance to the sporting goods department 
on the left. 

Column and Radiator Stands 


A* you glance down the main aisle your eye is at- 
tracted by the unique column and radiator 
stands, showing statuary,. Pyrex ovenware, glass- 
ware and pottery. The radiator stands have a base 
45 in. wide, 46 in. long, with a base board 12 in. 
high, making the first shelf free from dirt in sweep- 
ing. The height of this display stand is 45 in. The 
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“It makes no dif- 
ference what your 
competitor does. 
Most merchants con- 
cern themselves too 
much about their 
competitors and do 


‘not study the details 


of their own business 
enough to know it 
thoroughly. There 
are other ways more 
effective in meeting 
a competitor than on 
a price basis. Ser- 
vice is as much of an 
item in the modern- 
day merchandising as 
prices and, of the 
two, the former will 
win out over the lat- 
ter.” 
W. T. Kelly. 











The main aisle 


shelves are 9 in. at the bottom and the other two 
7 in. and 6 in. respectively, with the top shelf 7 in. 
and 46 in. inlength. This stand is made from 1% in. 
lumber, using slats 1144 x % in. between shelves, so 
as to allow the heat from the radiator to circulate 
freely. 

These radiator display stands enable one to make 
an attractive showing of articles that were here- 
tofore hard to display, besides turming unorna- 
mental radiators into service, and making them a 
place of attraction. 

When nearing the rear of the store on the left of 
the main aisle your attention is attracted by a sales- 
man showing a hammock to a prospective cus- 
tomer, and upon close investigation you find a ham- 
. mock display rack which is as attractive as it is 


This Odell hammock rack is described above 
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of the Odell store 


useful. This rack is made of % in. galvanized pipe, 
has a base 3 ft. wide, 74% ft. high and is 10 ft. long, 
made in two sections. It is fastened stationary to 
the floor with 34 in. floor flanges, and has a capacity 
of 80 hammocks. As shown in the picture the 
hammocks are unhooked so the salesman can have 
easy access in displaying them to the prospective 
customer. This rack materially increases ham- 
mock sales. 
A Lawn Mower Rack That Sells 


[* the rear of the store, at the end of the main 
aisle, you see a lawn mower rack, and upon first 
sight wonder what it can be. This rack has a ca- 
pacity of 12 mowers, is made of 1 in. galvanized 
pipe, the supports being made with a malleable 
cross, 2 in. x 1 in., nipple, with elbow and plug. The 
base is 48 in. x 44 in. and is 10 in. from the floor, 
has four double wheel casters, enabling one to move 
it to any part of the store. Mowers are well dis- 
played, and can be taken off the rack with little 
effort. The rack attracts customers’ attention, and 
the convenience of demonstration makes the physi- 
cal effort of the salesman less, giving more concen- 
tration upon the good selling qualities of the mower. 

As you retrace your steps and come to the front 
of the store the entrance to the sporting goods de- 
partment is on the right. Looking down the aisles 
of this department you note a full line of sporting 
goods, embracing baseball, football, basket ball and 
tennis supplies, as well as guns, ammunition and 
gun clothing. You will also note a large line of 
sweater coats, jerseys, athletic and gymnasium 
clothing, while on the right your eyes are directed 
to the case displaying amateur photographic goods 
such as cameras, films, card mounts, folders, chem- 
icals, etc. 

The automobile accessory department begins 
where the photographic goods end, and this depart- 
ment contains a full stock of standard automobile 
accessories. 
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Novel column and radiator stands that sell the goods for Odell’s 


In the back of this department the house fur- are held in place by a ribbed strip covered with 


nishing goods are displayed. green felt. 
The gun case under which is shown the hunting Hunting Clothing on Hangers 


clothing is unusual] and attractive. The gun case is = this gun case is displayed hunting cloth- 


4 ft. high, 1034 ft. long, 15 in. deep, with dust-proof ing, embracing a full stock of hunting coats, 
glass doors on sheaves, with steel track. The guns’ vests and trousers. These garments are displayed 


Partial view of Odell’s sporting goods, auto accessories and housefurnishing goods departments 














Hardware 














Note the model kitchens on the left, with washing machines in the foreground 


on patented garment hangers such as are used in 
modern clothing stores. The entire stock can be 
pulled out for the inspection of the customer and 
when not on display are encased in dust-proof com- 
partments, having sliding glass doors, the same as 
are in the gun case. 

The clothing compartment is 3 ft. 2 in. high, 9 ft. 
long, 27 in. deep, and is made in four sections. 


By putting the two displays together, one sug- 
gests the other, and the sales on the line of guns and 
hunting clothing are almost doubled. 


Model Kitchens Move Goods 


a* vou wander to the back of this department you 
find something seldom seen in hardware stores, 


and what is termed “the model kitchen”. The views 


This is the simple kitchen suggested for the small house of a farmer 
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This is Odell’s suggestion for the kitchen of a modern city home 


presented here show three kitchens—first, the 
farmer’s wife’s kitchen, which is 8 ft. 6 in. wide. It 
is full of good suggestions to an efficient farmer’s 
wife. The modern city kitchen is 12 ft. 6 in. wide, 
6 ft. deep and 6 ft. 8 in. high. This shows every 
article needed in a modern city kitchen. The model 
kitchen shown between these two is not quite as 


elaborate as the city kitchen, but has a display of 
the many up-to-date kitchen conveniences. These 
partitions are made of beaver board, the wainscoat- 
ing being 48 in. high and of beaver tile, while the 
top border is 24 in. high and of plain beaver board. 

Looking from the back of the house furnishing 
department toward the front, the model kitchens 


Another “model kitchen” suggested in the Odell housefurnishing goods department 
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are on the left, and in front is an array of washing 
machines in hand, water and electric power, while 
just ahead is seen a display of refrigerators. 

Walking to the front, about midway of the depart- 
ment, the radiator stand is put into use, and small 
articles of aluminum ware and kitchen necessities 
are shown. 


Floor Plan Establishes Responsibility 


ie working out the responsibility of each sales- 

man to keep this store in order, the manager de- 
signed a store chart, which is shown herewith. 
“Nothing develops a young man more rapidly than 
responsibility,” says the manager. Responsibility 
suggests accountability—here most of us blunder. 
It is by responsibility that accountability becomes 
personal. Each man is assigned to his share of 
the work and it is made plain that he is to care for 
it and the results expected are fully stated. 

From this chart you will note that for each sec- 
tion of stock, every showcase and aisle, some one in 
the organization is responsible for its arrangement 
and stock, and that party is accountable to the man- 
ager for the section under his charge, as to the ar- 
rangement, condition and the selling prices of the 
goods. This chart will be found posted upon a 
bulletin board where the entire organization can 


Floor plan of the big Odell store, which is posted 


see it, and this bulletin board also serves as the 
store’s newspaper. All matters of interest to the 
sales force, such as changes in prices, meetings of 
the store club, special sales and newspaper ads are 
always to be found there. 

One advertisement is reproduced herewith, show- 
ing how aggressively Odell’s goes after every sort 
of gift business during the Christmas shopping sea- 
son. This end of the business came as a by- 
product of the war. The window dresser and ad- 
vertising man left the Odell Co. just at a time when 
man power was not easily to be had and it devolved 
upon those remaining to take up the work. Lou 
Hartsook. of the sporting goods department, took 
the windows, and W. T.. Kelly, the manager of the 
retail department, took the advertising. 


Advertising That Pays 


HE Odell Hardware Co. uses two daily papers 
—one morning and one afternoon, also a week- 

ly county paper. The space used in the evening 
and weekly is two columns 7 in. in the evening and 
one-fourth page in the weekly. It is continued in 
this proportion except during the holiday season, 
when increased space is used. Space in the morning 
paper will vary, using as much as is justified by the 
merchandise offered to the public. Copy is changea 
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on bulletin board. Employee’s responsibility is definitely fixed 


daily in the daily papers and semi-monthly in the 
weekly papers. 

Street car cards are used in all cars covering the 
city and suburbs, which includes Pomona, White 
Oak, Proximity and Revolution. These cards 
change monthly and are seasonable ads. A movie 
slide service, giving a daily change, is used in the 
leading moving picture theatre. All roads entering 
the city, beginning six miles from Greensboro, have 
the Odell bulletin signs at intervals of one mile. 

The ‘show windows are three in number. The 
window trims are changed weekly and carry the 
Odell message of “Where Quality Tells” to the 
Greensboro public with strong well arranged dis- 
plays. These displays are linked up with the news- 
paper and moving picture advertisements. The Odell 
windows are attractive, and the organization is very 
proud of the many prizes that have been captured, 
among them being the third grand prize in the con- 
test of the Rice Leaders of the World. 

How Odell Trains Salesmen 
C H. IRELAND, president and general manager 

e of the Odell Hardware Co., knows the im- 
portance of real salesmanship in boosting hardware 
sales and profits. The brand of salesmanship 
served up at Odell’s reflects the “school of sales- 


manship” which he organized and which is in op- 
eration successfully to-day in his store. Mr. Ire- 
land describes this school as follows: 

“Some years ago I realized that there was a great 
lack of information on the part of the house sales- 
men regarding the goods that they were actually 
selling. I therefore set aside a room, fitted up’ 
with chairs and a table, and into this room I 
brought my young men and conducted a regular 
school of salesmanship. I ran that for a year and 
at the end of that time I gave diplomas to the men 
who had perfected the course. The war came on 
and this was broken up; but in the three years that 
the war was in progress I found that the effects 
of my stopping the school were being manjfested so 
evidently that I was forced to take it up again. 

“So this winter I re-established it on a better 
foundation. I have a dining room that seats one 
hundred and twenty-five persons comfortably, and 
when the doors are closed at six o’clock, one night 
in every week, the sales force is taken from the 
store into the dining room, given a good meal, and 
then we have appointed previously certain sales- 
men to present a claim on certain lines of goods that 
we want to bring to the attention of the trade. 

“We also have some one in the force go out and 
get points from other houses as to the value of our 
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A few of the Odell windows, which are changed weekly 


competitors’ goods, and we use these with as much 
adroitness as we can to confuse our own salesman. 
He, not knowing what is going to be presented to 
him in the way of an argument, endeavors to meet 
these arguments with the best equipment he pos- 
sibly can. As he has had one or two weeks of prep- 
aration for this we ‘expect him to be ready with 
his argument. When the sale is over we have both 
parties sit down and we criticise or approve what- 


ever has been done; the manner of approach, the 
manner of handling the customer, the manner of 
presenting the sale, arguments and the manner of 
discharging the customers. Those things that he 
did wrong we call attention to, those that he did 
well we approve of. In this way we try to bring 
about intelligent appreciation on the part of the 
force of the goods that we are trying to present 
to th? trade.” 
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Results That Count 


gi HE results of this school of salesmanship have 
been fivefold, according to Mr. Ireland: 

“First, the eating together by the sales force has 
brought about a social side to the organization that 
we didn’t have before. 

“Second, the presentation of the goods under the 
eyes of critics has made the men study the articles 
they had to sell more closely than they would under 
any other circumstances. 

“Third, the criticism as passed by his own asso- 
ciates is not taken other than in the manner in 
which it should be, and the salesman tries to profit 
by it. 

“Fourth, all the others become conversant with 
the solution of problems otf 
presenting an article for sale 
and handling a customer. 

“Fifth, it inaugurates 
team work which is almost 
impossible under any other 
circumstances.” 


eee 


Kelly Talks on Retail 
Salesmanship 
ILLIAM T. KELLY, 
manager of the Odell 
retail business, has his own 
ideas about salesmanship. 
They are good ideas—so 
good, in fact, that they have 
stamped Mr. Kelly as one of 
the master salesmen of the 
country. When asked to pass 
along some of these ideas to 


Three “close-ups” in the Odell 
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the readers of HARDWARE AGE, Mr. Kelly said: 

“The sales force is the foundation upon which 
success or failure of business rests. They make or 
break the store; yet how strange that the oppor- 
tunity to help them ‘make’ the store has been so 
long overlooked, or, at best, handled in such desul- 
tory fashion by the great majority of retailers. 

“The Odell retail store, of which it is my privi- 
lege to be its manager, is the largest of its kind in 
the State, and few larger are found in our broad 
Southland. The sales force radiates the policies and 
the ideals of their directing heads, the officers of the 
company, whose iives are examples of their broad 
business policies and their high ideals, models of the 
highest type of our Southern citizenship. 
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“In selecting our sales force, the man is im- 
pressed, before starting with us, that he must be 
absolutely straight and honest to be successful. 
Honest with his customers, honest with his em- 
ployers, honest with himself. He must be courteous 
and ambitious, have high ideals, good habits and 
good manners; possessed of a strong body, a sound 
mind and a willingness for work. 

“Give me a man with these qualifications, and I 
will be responsible for him being a salesman. 

“It is much easier to train a young man of this 
type than one who is considered a natural-born 
salesman. 

“It is a fact that in this day of progressive 
business methods a man can be what he wants to be. 
provided he will work hard enough and is willing 
to sacrifice to attain that goal. 

“Having satisfied yourself that you have a young 
man who will become one of your business family, 
gain his confidence by treating him as you would 
your young son at home. When you tell him to do 
a thing, let him know that you expect him to do it 
as directed, and when you tell him that you will 


do something for him, see to it that you keep vour 


promise. . 

“Assign him to his share of the work, and make 
it plain that he is to care for same, stating the re- 
sults you expect. 


Responsibility Develops Clerks 
6s KX 7TOTHING develops a young man more rapidly 
than responsibility. Responsibility suggests 
accountability. Here, I fear, most of us blunder, 
for it is by accountability that responsibility be- 
comes personal. 

“Watch his progress in his work, and give him 
unsolicited the benefit of your knowledge of the 
business, for I do believe that the better training 
you can give your man fits him that much better 
for a future competitor, if ever he should become 
one. You will know that you have a competent 
competitor, one who knows, and I never dread a 
competitor who knows his business. It is the igno- 
rant one who does not know, and does not know that 
he does not know. P 

“Make him feel free to come to you for informa- 
tion whenever the occasion arises. Furnish him 
with catalogues and literature pertaining to his 
stock. In a short time he, like all young men with 
red blood in their veins, will want to gain for him- 
self that information you have so kindly and unhes- 
itatingly been giving to him. 

“Encourage him, for he is beginning to love his 
new work and is happy in its employment. 

“T digress here for a moment to stress this item 
—love for his work. This is the first indication of 
promise. If a man does not love his work, you are 
losing time trying to train him, for if he has to be 
driven to do his work, advise him as a friend to seek 
other employment as quickly as possible. It is the 
one absolute essential in the quality of salesman- 
ship. 

“Employment and happiness are associated to- 
gether as naturally as the sun with the day and 
darkness with the night, and by s9 much as we make 
our employment productive, to that extent are we 
increasing our satisfaction with all our surround- 
ings. 

“Encourage self-confidence and endeavor to have 
developed Personality and Enthusiasm, for in this 
you have the fire that generates the steam; with this 
quality and good judgment there is no such thing 
as failure. 

“Self-confidence is the breeder of courage, the 
foundation of resolve, the stimulator of energy and 
genius. 
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He Knew the Goods 


‘6 [2 EMEMBER that thrill of pleasure when, 
hearing your salesman make a statement re- 
garding an article in your stock to a customer, he 
followed it up with facts as to its quality, its ad- 
vantages and why it was worth the price asked. 
This fellow knew his stock; sure in the knowledge 
of his goods, he reveled in competition. The cus- 
tomer seeing that your man knew his business, ac- 
cepted his statement, and another sale is rung up on 
the cash register and the profit side of the ledger 
showed an increase, due to the self-confidence of 
your salesman. 

“A faint heart never won fair dividends, and the 
man who does not believe he can, seldom does. 

“Faith, Hope, Work. Faith in yourself, Hope to 
build upon, Work without end. The sum of these 
is Enthusiasm. I might illustrate: 

“A soldier one day was sitting beside the road in 
the days of ’65 looking over the devastated land of 
his former estate. The negroes freed, cattle de- 
stroyed, fences burned, desolation written upon the 
landscape everywhere. Even the February sky was 
leaden and grey. As he sat there, he heard the 
cheery voice of a man from the road: ‘Hey, comrade. 
’Tis a blessed day, good luck to you.’ 

“The first man turned to the newcomer, who 
proved to be a comrade in arms trailing back to his 
devastated home. Said the first man: ‘Just look at 
this land, all washed away; negroes freed, stock, 
cattle and hogs dead. I just reckon I will starve.’ 
The second man ‘laughed out in merriment, and 
said: ‘O’ cheer up, comrade, ’tis not so bad as that.’ 

“Said the first man: ‘What are you going to do?’ 

“Why, I am going home where my land is all 
washed, my horses and mules stolen, my negroes 
freed, my cattle and hogs gone, house burned. I am 
going to build a cabin, plow and plant my ground, 
get me some more stock, raise a crop, kiss my wife 
and if these damn Yankees fool with me, I’ll go 
back and whip them again. Cheer up, neighbor, 
cheer up!’ 

“That’s enthusiasm. With a few clerks of that 
kind you can run a department store and make 
money all the time. Enthusiasm needs only direc- 
tion to turn it into success, and the direction it 
needs is System. Plan your system and turn loose 
your enthusiasm. 

“Enthusiasm is the quality more than all others 
that makes a salesman oblivious to difficulties, that 
makes vital his selling efforts, makes him forceful 
and optimistic, turns apparent defeat into success, 
creates a bond of sympathy between buyer aad 
salesman, changes apathy into interest and makes 
personal salesmanship the vital factor that it is. 

“Personality in business! Those three words 
present a most powerful factor in business to-day. 
Personality is a business builder because personal 
power is the strongest bond between men, and a 
unified organization in a business establishment is 
chiefly the result of that same power, personality. 

“Let your men have their customers, if it is their 
personality that attracts this trade to your store, 
and see to it that the favored salesman is called to 
wait upon this customer as soon as possible. 


Stick to a Price 


“}JAVE a price and stick to it. I am a firm be- 
liever in a one-price system. I oppose a code 
selling price. Mark your prices in plain figures so 
that everyone can see them. Insist upon everyone 
adhering to them, and above all things do not you, 
as the proprietor, cut one of those prices; if you do, 
change that price at once so that everyone gets the 
same price. 
(Continued on page 87) 
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sell at reasonable prices. 
“The best is the cheapest in the long run. 

“Consumers are as wise as the buyers, for 75 per 
cent of them have been driving cars for at least 
three years.” 

The above are some of the business maxims of 
the automobile accessory department of Henry C. 
Weber & Co., hardware dealers, Detroit, Mich. This 
firm’s accessory department is one of the most im- 
portant in its up-to-the-minute store, and it occu- 
pies a prominent section of the main floor store 
room. One’s first impression on entering the store is 
that it is a high-class establishment carrying high- 
class merchandise, arranged and displayed in the 
most attractive manner, and the accessory depart- 
ment is in keeping with the rest of the store. Henry 
Weber has been in the hardware business in De- 
troit forty-five years and has established an enviable 
reputation, and the traditions that have won him 
both this reputation and business success are being 
maintained in the accessory department. 

In buying accessories the Weber store avoids in- 
ferior merchandise. Its policy is to buy goods that 
it can stand back of, as it feels that it must guar- 
antee the goods, a large share of which go to reg- 
ular customers. It regards it as the best policy to 
always satisfy a customer. The store handles a 
complete line of accessories without trying to carry 
everything. If a customer wants something that 
is not in stock, it is secured for him. Automobile 
parts are not handled. 


a Orr the best merchandise you can get and 


The Weber 
Accessory 
Department 
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Accessory Profits 


By F. L. PRENTISS 








The store not only sells the goods, but gives serv- 
ice, as it regards service as essential in successfully 
conducting an accessory department. Courtesy, 
service and satisfied customers are the watchwords. 
Tires are considered the best advertising feature of 
the accessory department. Three makes of tires, 
both medium and high-priced, including cord tires, 
are carried. The stock also includes three lines of 
different-priced spark plugs and spot lights. Two 
makes of most other types of accessories are kept in 
stock. 


Brightening Up the Department 


HE Weber store carries a fine line of novelties, 
such as radiator ornaments, novelties in electric 
lamps, floor vases, ash receivers, cigar lighters, etc. 
These are all good sellers and add to the attractive 
appearance of the department. Another line that 
the department is going into strong on is tourist 
outfits. These are found to work in very nicely in 
connection with the sporting goods department. 
Many automobilists have become tired of city driv- 
ing with the congested traffic, and the store finds 
an increasing tendency toward week-end trips. This 
means in many cases the purchase of camping out- 
fits, and before the customer leaves, he is likely to 
drop over to the sporting goods department and 
buy some fishing tackle or ammunition. For the aid 
to tourists and those taking week-end trips the store 
distributes free road maps of some of the Southern 
Michigan counties. 
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Chicago Hardware Men in Field Meet 


Wood Wins First Honors with Macrae a Close Second at Elgin—Haight’s 
‘*Champs’’ Win Spirited Ball Game from Ruhling’s 
‘Spark Plugs” 


for the hustling Hardware Athletes who trot un- 

der the colors of the Hardware Club of Chicago. 
On that day the big Annual Track and Field Meet was 
staged at Wing Park, Elgin, IIl., and even the weather 
prophet co-operated to make it more than the usual suc- 
ess. The “Heavies” were out in force and the “Speed 
Kings” were trained to a needle point. Youngsters 
were out to make new records and the old timers staged 
<a come-back that shattered the former ones. 

President A. Vere Martin took active charge of the 
festivities and betting was reduced to a minimum. He 
was carefully guarded by a special secret service squad 
consisting of Shadow Coleman and Kid Watts. Bob 
Wallace was there to uphold the dignity of Elgin, while 
Grant Porter looked after the laurels of the Windy City 
retailers. Records were twisted, strained and broken 
before Wood emerged from the dust of the track with a 
strangle hold on first honors, closely followed by buxom 
Harry Macrae and speedy Clarence Schneider. Other 
honors were well divided, practically every competing 
member bringing home at least one of the numerous 
high-grade prizes furnished by friendly manufacturers 
and jobbers. 


[ter tee ts September 4, was a “Red Letter” day 


Passing the Traffic Cops 


‘i’ trip to Elgin was made by automobile, the mem- 
bers congregating at the Hardware Club at 9 a. m., 
where they were assigned to the waiting cars. Chicago 
speed cops had no terrors for that bunch, because Presi- 
dent Martin with admirable forethought had assigned 
Alderman Gnadt and City Treasurer Stuckhart to the 
foremost van. 

The golfers were the first to show their prowess. 
They bolted their sandwiches, grabbed their clubs and 
chased the elusive pill over the Elgin nine hole course in 
record time. It was a tight match, but “Pete” was there 
on the long drives and easily holed out in the lead. The 
honors were awarded as follows: Peterson, first; Mc- 
Donald, second, and Hutchinson, third. 

Meanwhile a bunch of skilled performers were en- 
gaged in pitching cast-iron quoits at camouflaged steel 
pins with uncertain results. How those birds could 
pitch. Ringers were as regular as “Green Rivers” at 
a soda shop. Lee and Godsell finished in the lead, with 
Beaudin and Jones, second, and Lum and Coleman, third. 

The first speed contest of the afternoon was the 
100-yd. dash, free-for-all. There was a slight mix-up 
in the first start, but the tired runners obligingly 
sprinted again at an even better clip. Dormeyer was 
first to break the tape, with Hutchinson and Haight 
close at his heels. Coleman’s “Big Ben” registered ten 
flat, but it looked like nine and a small fraction. 


Fat Men Mutineers 


HE fat men were next scheduled to cover the same 

course, but a mutiny broke out in the ranks and the 
limit was cut to 50 yards. Macrae threw out his chest, 
loosened his belt and cut loose with a burst of speed that 
landed him an easy winner. Godsell came in second 
with Williams, third. 

There was an extra special race for the ultra-heavies, 
the honors going respectively to Standart, Stuckhart 
and Gnadt. Political pull availed nothing and the 
politicians gave way to the vendor of hardware. 

Next in order was the long distance base ball throw. 
It is a shame Comiskey failed to have a scout on the 
field. McDonald made Joe Jackson look like a piker in 
a heave that nearly lost the ball. He won by several 
feet over his nearest competitors Ummensetter and 
Tennyson. 

Elgin grasshoppers turned green with envy a few 
minutes later when Wood copped all the laurels in the 
standing and running broad jumps. No one had a show 
against that army training. Shields and McDonald were 
respectively second and third in the standing jump, 
while Schneider and Hutchinson occupied similar posi- 
tions in the running leap. 

The tug-o’-war was next on the program, giving 
Macrae and Beaudin a chance to show some opposition 
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to Billy Watson’s Beef Trust. There were twelve 
husky hardware men on each end of a two-inch rope, 
which fairly groaned under the strain. Beaudin’s 
“Babys” were there with the weight, but Macrae’s 
“Mammoths” out generaled them and held the biggest 
rope reserve stock when time was called. The winning 
team consisted of Macrae, McLean, Hamilton, Wood, 
Peterson, Williams, Henoch, Lum, Funke, Haight, Dor- 
meyer and Lauritzen. 

Funke says the final track contest was misnamed. It 
was scheduled as a three-legged race, but Ed declares 
that Ummensetter worked in an extra foot and ruined 
his favorite corn. Be that as it may, McDonald and 
Tennyson came in on three cylinders with time to spare. 
Wood and Schneider were second, and Funke and Um- 
mensetter followed, hitting on all four. 


The Champs Clean Up 


Ste big event of the day, from the spectators’ stand- 
point was the much heralded base ball game. Need- 
less to say it lived up to all advance notices. Van 
Haight was in command of the winning “Champs,” 
while Gus Ruhling piloted the uncertain destinies of 
the losing “Spark Plugs.” McLean officiated on balls 
and strikes and Charlie Mott called the outs at the 
bases. Both had plenty to do and both came out with 
untarnished reputations. George Beaudin as official 
score keeper wore out two perfectly good pencils figur- 
ing batting percentages. 

Knapp and Macrae were each accredited with two- 
base hits, Kandy doped out a three-bagger while Lum, 
Haight and Ummensetter each emulated Babe Ruth by 
knocking out home runs. “Katy” Shields ran into a 


_mental fog at the pitchers’ box and lost sight of two 


home-seekers, but he redemed himself behind the plate 
in the later innings. Bill Lewis was the Cicotte of the 
opening innings, but a crippled leg forced him to retire 
in the fifth, turning the box over to Jones. Ummen- 
setter pitched an air-tight game during the last six 
innings, pulling down the record for strike-outs. Big 
league stuff was at a premium, and each player more 
than won the gold-plated pocket knives donated by 
Funke of Vom Cleff & Co. 
Beaudin’s official score runs as follows: 


HAIGHT’S “CHAMPS” 


AB R H TB BB SH SB PO A E 

mann, 28 ....... 5 3 3 4 1 0 0 2 5 0 
Schneider, If ..... 5 3 1 1 1 0 0 1 0 0 
Tennyson, rf ..... 5 3 r 64 0 0 1 0 0 0 
Mg Se 2 3 1 1 1 0 1 1 1 0 
MIOIGHE, Co owerecese 4 2 2 5 1 0 1 14 0 0 
meme, 28t ... sce 4 1 2 4 0 0 1 6 0 0 
Lauritzen, cf ..... 5 1 1 1 0 0 0 1 0 0 
Macrae, 3d ...... 4 2 2 3 1 0 2 2 0 Z 
RAED, Dn vcceses 1 1 0 0 1 0 0 0 4 0 
ee ere 3 1 0 0 0 0 0 0 9 0 
TOHAL..cccc0% BB 2D 28 20 6 0 6 27 19 1 

RUHLING’S “SPARK PLUGS” 

; AB R H TB BB SH SB PO A E 
Hamilton, 2d .... 4 1 0 0 1 0 0 1 0 0 
Dormeyer, 3d ee 1 0 0 0 0 0 2 2 0 
RUIN, GB 2.055 2 0 0 0 2 0 2 1 2 0 
a a en 4 1 1 1 0 0 0 6 0 0 
Shields, p and c... 3 0 0 0 1 0 0 12 3 1 
Ummensetter, c&p. 4 1 1 4 0 0 0 3 9 0 
PaOee, TS ss kerses S 0 1 1 1 0 0 1 0 0 
Bemecnh, Wf... 1 0 0 0 0 0 0 0 0 0 
oS are 1 0 1 1 0 0 0 0 0 2 
hi a See 3 0 2 2 0 0 0 1 0 0 
POUSOT, QE cess 2 0 0 0 0 0 0 0 0 2 

| re >; 4 6 12 5 0 2 27 16 5 

Two-base Hits—Knapp and Macrae. 

Three-base Hits—Kandy. 

Home Runs—Lum, Haight and Ummensetter. 

Innings Pitched—Lewis, 4; Jones, 5; Shields, 24%; Ummen- 
setter, 63. 
. er inaneatitaaeiiaas 6; Jones, 7; Shields, 3; Ummenset- 
er, &$ 


‘ . a on Balls—Lewis, 3; Jones, 2; Shields, 6; Ummenset- 
er, 0. 

Winning pitcher, Lewis; losing pitcher, Shields. 

Umpires—At plate, McLean; bases, Mott. 

Feature Plays—Knapp, fast double, putting Hamilton out 
at second, throw to Macrae (third) putting Funke out. 

Thrills—Lauritzen’s one-hand running catch of Lum’s 
Texas leaguer. Funke’s catch of Schneider's fly, which robbed 
Clarence of a hit that might have been labeled a home run. 
Shield’s conversational fling when Knapp stole home, 
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Snapped by the HARDWARE AGE camera man at the Field Day of the Hardware Club of Chicago. 1—W. C. Peterson, golf 
champion. 2—Athletes in front of the club house. 3—Arthur Watts, “the kid,” an interested spectator. 4—Ruhling’s 
“Spark Plugs,’’ losing ball team. 5—Grant Porter, Henry Stuckart and Alderman Gnadt, the judges. 6—Um nsetter, 
McDonald and Tennyson, ball-throwing winners. —Gnadt, Beaudin and Williams driving pins for quoit contes 8—Wil- 
liams and Macrae, stars of the fat men’s race. 9—Dormeyer winning the sprint. 10—Lum, Coleman, Godsell, Lee, Jones 
and Beaudin, winners at quoits. 11—Haight’s Champs, the winning ball team. 12—New use for the president’s gavel. 
13—The judges and the athletes. 14—A reserved seat. 15—Dormeyer, Hutchinson, Haight, winners of the sprint. 


It was well around 6 p. m. when the final out was meal like Mother used to make, and formed a fitting 
called and the hungry athletes hurried to the club house, finish to a perfect day. 
where they were served with a bountiful supper by the P. S.—Twenty-seven club members failed to report 
ladies from the Elgin Congregational Church. It was a _ at their respective places of business on September 5. 
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Big Pasha Exhibition Planned 


OR nineteen consecutive years the Pennsylvania and 
Atlantic Seaboard Hardware Association, Inc., has 
held an exhibition of hardware in connection with their 
annual conventions, holding same in a different city 
each time, with the view of educating the hardware 
dealers and popularizing the exhibition feature. 
To say that the exhibitions have become popular is 
putting it mildly, for it has come to pass that hardware 


dealers, hardware jobbers and manufacturers alike look ° 


forward with intense interest to each succeeding one 
and plan far in advance for the next. 

These exhibitions at first were chiefly of educational 
value to the hardware dealers, but soon became of great 
commercial value and to-day comprise a great hard- 
ware market. 

The hardware dealers attend with the purpose of 
buying, and the manufacturers and jobbers alike make 
generous preparation in their exhibition to market their 
products. 

Indeed, the facts are that on the floor of the 1918 
and 1919 exhibitions the sales made by the exhibitors 
amounted to over $20,000 per hour for each and every 
hour of the exhibition. 

The exhibitors are practically all of the largest and 
best-known manufacturers and jobbers of hardware, 
house furnishings, cutlery, tools, electrical supplies, 
electrical appliances, stoves and kitchen ware, plumbing 
supplies, factory supplies, rubber goods, novelties, juve- 
nile goods, automobile accessories, sporting goods, roof- 
ing, railway supplies, cordage, paints, varnishes, glass, 
brushes, seeds, farming tools, farming implements, wire 
fencing, tractors, gasoline engines, etc. 

The buyers come from all parts of the world. 

For several years foreign buyers have attended these 
exhibitions and placed their orders. 

The next exhibition will be held in the Philadelphia 
Commercial Museum, a building specially designed for 
such purposes, the largest of its kind in America. Well 
lighted, heated and ventilated, and will accommodate 
400 exhibitors. Located almost in the heart of the great 
city of Philadelphia. One of the world’s greatest work- 
shops, Philadelphia, second seaport in the United States. 

Inquiries are coming’in daily from manufacturers re- 
garding space for their exhibit, and the consensus of 
opinion among manufacturers, jobbers and exporters is 
that the buying record of the year 1920 will be the 
largest in history. So that the greatest preparation is 
being made to supply the demand. The extibit will be 
held Feb. 10-14 inclusive. 


Glidden Sales Convention 


je merchant sales department of The Glidden Com- 
pany held their annual convention at the company’s 
Cleveland plant Sept. 2, 3, 4. Representatives from all 
over the country were present to hear the new sales 
and advertising plans for 1919-20. 

The phenomenal growth of this concern was well por- 
trayed by the group of salesmen and branch managers 
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in attendance as compared with the convention only a 
year ago. 

The meeting was opened on Tuesday morning by ad- 
dresses of welcome from Adrian D. Joyce, president; 
O. A. Hasse, vice-president, and R. H. Horsburgh, sec- 
retary and treasurer. Mr. Joyce brought enthusi- 
astic applause at the announcement that the Nubian 
Paint & Varnish Company of Chicago had been taken 
over by The Glidden Company. This gives the company 
a much-needed varnish factory and paint factory in 
Chicago to take care of their increased business. 

The Glidden Company has now seven large factories 
in the United States and Canada. They include two 
plants each in Cleveland and Chicago and plants ‘in 
Reading, Pa.; San Francisco, Cal., and Toronto. 

In addition to these factories the company is rapidly 
establishing branch warehouses and sales offices in all 
principal cities. Every city in the United States of 
50,000 population or more will soon have a retail store 
operated by The Glidden Stores Company, an organiza- 
tion whose purpose is to distribute the products of The 
Glidden Company and its subsidiaries. 

M. F. Emrich, general manager of The Glidden Stores 
Company, explained the purpose of these stores in his 
session of the convention on Wednesday afternoon. 

These stores will serve painting contractors and ar- 
chitects. Also decorative artists will be employed in 
each store to give practical suggestions to consumers. 
The wholesale department will serve local dealers with 

service such as has never before been known in the 
paint and varnish business. 

Next season’s advertising and promoting plans were 
announced on Thursday morning by the advertising 
manager, L. F. Perrine. 

The sales promotion manager, G. S. Sturges, outlined 
the plans of this new department wherein dealers of 
the Glidden Company would have advantage of personal 
follow-up campaigns to tie up their individual stores 
with the advertising campaign. 

The convention concluded with a banquet at the 
Statler Hotel. 


New Community Window Display 


igen wer nang A the most striking of the many handsome 
window display posters put out by the Oneida Com- 
munity, Ltd., is the new “Air Castle” display. This is 
to be distributed free of charge among the Community’s 
retail dealers for use especially during, Community 
Week—Oct. 25 to Nov. 1. 

The new poster is a beautiful lithograph in nine 
colors, 34 x 44 in. in size. It is a a of a 
painting made for the Community by Coles Phillips, and 
shows a beautiful girl sitting, with her hands clasped 
about her knees, in rapt contemplation of a chest of 
Community Plate. Her attitude and expression give 
significance to the title of the picture. 

The subject is shown in a semi-circle, in delicate tints 
of blue, buff, silver gray and gold, against a jet-black 
background. The contrast is most striking and the 
poster is one that is sure to attract much attention. 


Growth of Stewart Motor 


T the regular monthly meeting of the board of direc- 

tors of the Stewart Motor Corporation, Buffalo, 

N. Y., a quarterly dividend of 2 per cent on preferred 
and 2% per cent on common stock was passed. 

June and July were two of the biggest months in the 

company’s history. 
The growth of the Stewart Motor Corporation has 
been almost phenomenal. From a small beginning in 
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1912 to its present position, near the top of the list of 
exclusive truck manufacturers, is a record of which the 
company is proud. Within the next thirty days the 
company will move into its modern new plant, which 
covers nine acres of land and which will materially 
increase the production of Stewarts. The present fac- 
tory will be operated in conjunction with the new plant. 


Ohlen-Bishop Merged 


HE James Ohlen & Sons Saw Mfg. Co., Columbus, 

Ohio, manufacturer of circular wood and metal 
band saws and other types of saws and saw machinery, 
tools and accessories, and the George H. Bishop & Co., 
Lawrenceburg, Ind., manufacturer of hand saws, prun- 
ing saws, butcher saws, saw frames, handles, trowels, 
etc., have effected a merger under the name of the 
Ohlen-Bishop Mfg. Co. The combined company will 
manufacture a complete line of saws for every wood 
and metal-cutting purpose. Both the Ohlen plant of 
Columbus, and the Bishop plant, of Lawrenceburg, will 
be enlarged. 


Safety Razor Combine 


HREE of the big dollar safety razor companies— 

the Gem, the Everready and the Star—have been 
consolidated into one large corporation to be known as 
the American Safety Razor Company. The new com- 
pany is capitalized at $20,000,000, consisting of 800,000 
shares of stock at $25 par value per share. Trading 
will be started on the New York Curb market as soon 
as the stock is issued, and application will be made to 
list it on all of the large exchanges in the country. 

The money to be realized by the sale of stock is 
expected to amount to approximately $7,000,000. It 
will be put into the company to increase its business and 
extend its lines. 

This new company will handle, besides razors and 
blades, soaps, toilet articles, celluloid and rubber goods, 
which, it is claimed, can be distributed through its reg- 
ular channels without increased cost. 

George L. Storm has been elected chairman of the 
Board of Directors of this new concern, and Joseph 
Kaufman has been named as president. The Board of 
Directors, besides these two men, include Benjamin 
Block and Leon Schirfasi. The main office of this new 
corporation will be at New York City. 


New Englanders Hold Outing 


T the annual fall outing of the New England Iron 
«\ and Hardware Association, at the Tedesco Country 
Club, Swampscott, on Tuesday, Sept. 16, the steel in- 
terests were unusually conspicuous, both in number and 
in carrying off the honors of the day. 

About seventy members of the association and their 
friends attended, which when the cold, overcast, damp 
day is taken into consideration was a remarkable show- 
ing and a high tribute to the popularity of the annual 
outings. About two-thirds of the members made the 
trip from Boston to Swampscott in private automobiles. 
The others were met at the Swampscott railroad station 
by cars and whisked out to the club in record time. 

The golf tournament, which was in charge of Wilbur 
Sargent Locke, started about 1 o’clock with a large 
entry. The winners were as follows: W. H. Hunter 
of the Republic Iron & Steel Company, A. G. Beal of 
the Cambria Steel Company, Carroll Harvey of the 
A. C. Harvey Company, C. B. Doten of Austin & Doten, 
and R. B. Wallace of the Bethlehem Steel Company. 

The prizes, which were unusually attractive ones, 
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were donated by the Cambria Steel Company, the Beth- 
lehem Steel Company, the Carnegie Steel Company and 
President Henderson of the association. 

Following the tournament and wash-up, the mem- 
bers sat down to one of the most enjoyed dinners ever 
produced by the club chef. Charles W. Henderson, Jr., 
president, presided. Aside from his welcome there was 
no speaking, but plenty of good music by Treadwell’s 
orchestra, and lots of singing and fun. The only thing 
missing was C. F. Bragg of Bangor, who was confined 
to his home by illness, which, thankfully, is not serious. 
The secretary of the association, George J. Mulhall, was 
instructed to write Mr. Bragg a letter of regret that he 
was unable to attend the affair. 

The dinner broke up about 9 p.m. The entire outing 
was in charge of Secretary Mulhall, who lived up to his 
reputation of providing a thoroughly enjoyable time. 


Westchester Dealers Busy 


HE New York State laws governing the marking of 

certain hardware commodities, such as turpentine, 
denatured alcohol and various substitute oils, were 
discussed and standard labels suggested for adoption 
at the first regular fall meeting of the Westchester 
County Hardware Dealers’ Association held Sept. 18 
at Cornell Bros., Tuckahoe, N. Y. 

A committee was appointed by the president, David 
D. Mercer, to draft resolutions of sympathy and esteem 
to be sent to the family of the late Thomas G. Duncan, 
who was the prime organizer of the Westchester Asso- 
ciation. The next meeting will be held in November. 


All Aboard, Boosters! 


HE first regular meeting of the season of the Hard- 

ware Boosters will be held at the Hardware Club, 
New York City, at 1:30 p. m., Saturday, Sept. 27. A 
nomination committee will be selected to nominate can- 
didates for the office of Chief Booster, who will be 
elected at the October meeting. 


Hardware Bowlcrs Elect 


A* election of officers of the Association Bowling 
Club was held Sept. 18 at the regular meeting of 
the Hardware and Supply Dealers’ Association of Man- 
hattan and Bronx Boroughs, Inc., in their rooms, Eighty- 
fifth Street and Lexington Avenue, New York City. 
Plans for increasing the membership of the association 
were also discussed, and the report of the secretary, C. 
H. Tilson, on the annual outing, held Sept. 10, was 
adopted. 

C. A. Bruhns, president, presided. 

A meeting of the buying committee will be held at 
the rooms of the association Sept. 23, at 8 p. m. 

The next regular meeting of the association will be 
called Oct. 21 at 8 p. m. 


New Carborundum Branches 


HE Carborundum Company announces the opening 
of branch offices and warehouses in Detroit, Mich. 
The new Detroit quarters will be located in the Burk- 
hardt Building, at Second and Larned streets. The 
Detroit branch is under the management of Mr. An- 
thony Dobson, who will have charge of the Detroit sales 
district. 
The new offices and the warehouse are opened with 
a view to giving quicker and better service to the users 
of Carborundum products in the Detroit district 
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Letters of a Sales Manager to His Men 


XXXVI. 


This is the thirty-seventh of a series of sales letters, which 
though intended primarily for traveling men, will be of interest 
to every member of the trade. They were written by the sales 
manager of a great hardware jobbing house to a corps of sales- 
men who in the last eight years have doubled the business of 
the firm. The letters are really short editorials which prefaced 
actual merchandise instructions. The author has consented to 
their publication at the solicitation of HARDWARE AGE, in which 
they will appear in succeeding issues through the year. 








Future Orders and the Salesman’s Pep 


HIS week’s letter I propose to turn into a “barrage fire,” or a curtain of fire, on future orders. 
Its paragraphs will groan under the weight of the number of words devoted to future orders. 
The coming month of October is the vital month of the year for future orders. 


There are more future orders booked in October than in any other month of the year—because 
ALL salesmen of ALL jobbers, as well as manufacturers, are out “beating up the bushes.” 


You have had a month’s start on the other felow on futures this year, and if you have not got 
them, you have a delicate task before you to get your excuses by the “powers that be.” 


Our buyers have done a lot of hard work getting us lined up on the future lines and if you 
have worked or are working just as hard, I am sure the results will be satisfactory to all of us. 


I can’t tell from my records in the office jus! how hard you have worked because some of you 
don’t send in your future orders promptly and I don’t know whether you have a roll of future or- 
ders up your sleeve, or whether you have neglected the line. 


Our treatment of our customers on futures is a big factor in your work on futures. 


We have always been careful to sell only futures that we could deliver, and this fact should 
be emphasized in talking to customers. 


October has been designated as “FUTURE ORDER MONTH” and I’ll give a hundred dolla:- 
to that man who, during the month, sends us the most future orders. 


I don’t mean order sheets—but I mean DOLLARS and CENTS. 


e 


The future orders received during October will be priced and added together and that sales- 
man who sends in the most business gets the money. 


Now, let’s have some good, old-fashioned hustling for thirty days. 


Some of you have already sent us some nice future orders, but with the new lines given you 
each week, that you can sell, there is all the opportunity a man can ask for and I predict that we 
are going to see a pretty race for the 100 “bucks”. 


On every hand I see unmistakable signs of increasing company prestige among retail mer- 
chants, and with this increased prestige there comes to each man in our business family, increased 
opportunities. 


To know these facts and to put action behind them produces “fighting vigor” and puts 
things over. 


Selling hardware is not work that demands light ability or light effort. 


It’s a man’s job and it requires a real man to fill it, and the rewards are probably higher than 
in any other line that employs salesmen. 


The JOY as well as the SALARY in a job of selling, that bites and kicks and tries to knock 
us out and when we win, as we do, when we “get away with it,” makes us more valuable to our- 
selves as well as to the company. 


The facts are that any line of work that does not frequently call out ALL of our latent 
abilities and puts them square in the “trenches” to be given the “cold steel” and “gas test” is a 
dangerous job for any red blooded man. 


If under severe trial your selling ability breaks down and you lack “gameness” it’s TO THE 
BARGAIN BASEMENT FOR YOU. 


If there is a sales organization on earth that’s capable of putting over that “OCTOBER 
SCOOP” on futures, you fellows are “IT.” 
68 
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An Invitation 







anufacturers’ 
2 Association, 
4 Atlantic City, 
x J N. j.,October 15, 
‘ 16, 17, and, 
rd don’t forget, 
bring your wife! 


—— 
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Washington News 


Congress Wages War on Profiteers 


Administration’s Bill Passes Both Houses—Many Senators Skeptical as to 
Sound Economics of Measure— No Standards to Judge 
Crime of “ Profiteering’’—Outcry Against 
Jones Price Label Bill 


By W. L. 


Washington, September 20, 1919 


N its hectic haste to find a remedy for the high 
] cost of living, Congress is doing some queer 

things these days. It is a wild race of pseudo- 
economists to beat each other out in devising 
methods to bring down prices that nobody would be 
willing to resort to except in the greatest emer- 
gency and that promise to entail a long train of 
more or less serious consequences. 

Our old friend, the Law of Supply and Demand, 
has been thrown into the scrap heap. Too old- 
fashioned, is the public verdict of the new school 
of doctors who are looking for a cure-’em-quick. 

Both Houses of Congress have now passed the 
Administration’s anti-profiteering bill, but the 
Senate draft of the measure has been so loaded 
down with amendments that the bill has been sent 
to a conference committee which may struggle with 
it for some time to come. 

A fortnight ago I presented in this correspond- 
ence the text of the bill as passed by the House. 
The measure makes it a punishable offense to charge 
“unreasonable” prices for food, feed, fuel, and a 
lot of other so-called necessaries including agricul- 
tural implements and other articles used in the 
production and preparation of food. 

So vague is the category of this measure that it 
might easily be held to embrace, not only every 
kind of a farm implement from a garden trowel to 
a tractor, but also every household utensil used in 
the preparation or service of food. When the bill 
reached the Senate, there happened to be a drive on 
in Washington to lower rents in the capital city, 
so the Senators proceeded to add an amendment, 
much longer than the bill itself, aimed at the Wash- 
ington landlords. This legislation is needed badly 
enough, but the placing of it as a rider on the food- 
profiteering bill is certainly a matter of questionable 
wisdom. 


Here’s a Curious Inconsistency 


HE Senate further increased the list of “neces- 

saries” covered by the measure by adding cloth- 
ing of every kind. This will hit the funnybone of a 
good many people who cannot understand why Con- 
gress should get after clothing profiteers with a 
sharp stick while refusing to pass the pending bill 
removing the federal tax on the very articles now 
being so industriously boosted by certain avaricious 
retailers. 

Much of what has happened during the past 
fortnight, in connection with this extraordinary 
legislation would be humorous if it were not so 
everylastingly serious. The laws of trade, the 
soundest rules of economics and the most highly re- 
spected legislative precedents have all been scrapped 
and the end is not yet. 

Monkeying with the business of the country to 
reduce the high cost of living cannot proceed indefi- 
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nitely without doing incalculable harm. What is 
sauce for the goose is sauce for the gander, and 
when Congress, true to form, mixes politics with 
its economics, the result is something that elosely 
resembles dynamite. 


Solons Talk Economies 


HVERY retailer, whether or not he handles any 

‘ of the articles included in the anti-profiteering 
bill, will be interested in a synopsis of a debate in 
the Senate which followed the effort of certain 
Senators to clarify the language of the pending 
measure so as to serve the double purpose of put- 
ting in the bill real teeth against profiteering while 
at the same time establishing a legal standard by 
which to judge the guilt of the merchants who 
might raise their prices. 

The bill, as passed by the House, penalizes persons 
who sell the articles enumerated therein at “unrea- 
sonable” prices, but absolutely no standard is pro- 
vided as to reasonableness, nor is any method sug- 
gested as to how such a standard might be 
fixed. The courts of the country would have to 
settle it unless the whole issue should be held to be 
a question of fact, in which case it might be relegat- 
ed to the determination of twelve good men and 
true. 

Senator Hoke Smith, of Georgia, a hardheaded 
lawyer of the old southern school, offered an amend- 
ment to the bill in the form of a proviso intended 
to establish a rule for the determination of “rea- 
sonableness,” in the following terms: 


What Is “Unreasonable?” 


66 ‘A ND provided further, That except where 
there has been a conspiracy, combination, 
agreement, or arrangement with reference to prices, 
a rate or charge made in handling or dealing in or 
with any necessaries in a territory in which a just 
or reasonable rate or charge has been fixed by a 
fair-price committee shall not be deemed unjust or 
unreasonable unless it exceeds the maximum rate 
or charge fixed by such fair-price committee, and 
the Department of Justice is authorized to provide 
for the appointment of fair-price committees.” 
In support of this amendment, Senator Smith 
made a few brief remarks well worthy of attention. 
“I am not very enthusiastic,” he said, “about any 
kind of legislation which contemplates substituting 
artificial means in fixing prices for the ordinary 
course of business based upon supply and demand. 
Of course, I am in perfect sympathy with that leg- 
islation—and, if necessary criminal procedure under 
it—which prevents illegal combinations or con- 
spiracies to produce profiteering; but where legis- 
lation goes beyond reaching a combination to put 
up prices, I think as a permanent proposition we 
will do better if we let the ordinary competition 
in trade work out the prices, and stimulate more 
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production to meet consumption. I think if all the 
people engaged in labor in the United States would 
work a few more hours each day, whether upon 
the farm or in the cities and towns, and increase 
production, and in the meantime economize in ex- 
penditures, we would be following a course more 
likely to bring about beneficial results than from 
legislation seeking to interfere with normal courses 
in trade.” 


Small Retailers Exempted 


A‘ this point Senator Johnson, of South Dakota, 
raised an interesting question as to the pro- 
portion of retailers who would escape federal con- 
trol under the pending bill because of the exemption 
which excludes from its operation all who do a 
business of less than $100,000 per annum. Many 
Senators appeared to have overlooked this feature 
of the bill so Senator Johnson’s suggestion roused 
a good deal of interest. 

Senator Smith, whose knowledge of business 
affairs is probably not so comprehensive as his ac- 
quaintance with the law, declared that there were 
very few retailers in the country whose gross sales 
do not amount to $100,000 per annum. Senator 
Johnson countered sharply on this proposition, de- 
claring that the majority of retailers from whom 
the people buy food, clothing and the other articles 
covered by the bill, do less than $100,000 worth of 
business per annum. According to his view, the 
proposed law will be a dead letter as to the great 
majority of the very merchants it seeks to reach. 

Senator Smith stuck to his text, however, and 
declared that even if there were a few retailers 
doing a small business, their operations would be 
kept within a reasonable bounds by the competition 
of those merchants subject to federal supervision. 


Are Not Hunting Small Game 


ss’ THERE are very few retail grocery merchants,” 

said he, “who do a _ business of less than 
$100,000 gross; and when we fixed the limit of 
$100,000 a year gross we fixed that limit because 
we felt that we had reached a large majority of 
them, and we did not desire to go out hunting for 
those merchants who were doing only a small busi- 
ness. We felt sure that if we carried the rule to 
those doing a business of $100,000, the competition 
between them and the smaller men would make it 
impossible for the smaller men to sell at prices 
above those regulated by section 5. 

“Undoubtedly the majority of the grocery stores 
in this city do a gross business of over $100,000 a 
year. If you look at their stores, if you look at 
their clerk hire, if you look at their automobiles 
for delivery, you can see that their fixed charges 
are so large they must necessarily do a business 
of more than $100,000 a year or they could not do 
any business at all. Now, then, if we have 20 retail 
grocery stores in Washington, regulated under sec- 
tion 5 compelled to sell at certain reasonable prices, 
certain low prices, any man who did a business of 
less than $100,000 could not live at all if he under- 
took to put his prices at higher figures than theirs.” 


Some Interesting Inside History 


INDING the Senate hard to convince, Senator 
Smith let his colleagues into his confidence con- 
cerning the history of the original Lever Food 
Control Bill, passed when the war was on. It was 
a little lecture on economics that every little mer- 
chant might well hear. 
“When this bill was before the House, while the 
war was in progress, I opposed giving the President 
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the powers given him under this law, and the Senate 
amended the bill as it came from the House of Rep- 
resentatives and provided for a board of three, one 
of whom should be the president of a college of ag- 
riculture, to enforce this law. We knew the Presi- 
dent could not do it. It was just one of those 
hysterical acts, unwise and foolish at the time giv- 
ing him power which he could not perform. 

“If we had created a board, and put the respon- 
sibility upon it, and made it accountable to the 
people of the country, instead of conferring this 
with the other vast, vast powers upon the Presi- 
dent that he never has performed and could not 
perform, that he delegated to first one person and 
then to another, there would have been no occasion 
for this bill. We are partly to blame for passing 
that kind of foolish legislation. 


Language of Bill Too Indefinite 


all aos Senate provided, when the bill was before 
the Senate, that a board of three should ad- 
minister this law. In conference we were forced to 
recede. I say ‘we’—I was on the conference, and 
never did change my vote; but three of the Senate 
committee yielded and went with the House, and 
gave the power to the President. If section 5 had 
been enforced there would have been no occasion 
for additional legislation. We did not make it a 
crime to charge an unreasonable profit, because 
language of that kind cannot create a crime. It is 
too indefinite. It is too uncertain. 

“Now, let us see what we would de if, with the 
bill extending to the sale of wearing apparel, we, 
without further language, make it apply to an un- 
fair or an unreasonable profit or price. You hold 
up every merchant in the land. You hang over 
every merchant selling wearing apparel or selling 
food the doubt as to what is a fair profit. 

“What is a reasonable profit? Here are two 
merchants just across the street from each other. 
One may have been unusually lucky in his purchases 
and obtained his goods at a lower price than did 
his rival across the street. Must he undersell him? 
Must he run him out of business? I am opposed 
to putting upon the statute books language so in- 
definite, and hanging the threat of criminal prese- 
cution over the business men of this country, with 
no language of great certainty to indicate to them 
what they are authorized to do.” 


Something Juries Cannot Decide 


nner his contention, Senator Smith 
read a decision of the United States Supreme 
Court, handed down by Justice Brewer, reversing 
the conviction of certain parties under a statute 
which defined as a crime “unreasonable prefer- 
ence,” without further language. In this case Judge 
Brewer held: 


In order to constitute a crime, the act must be one 
which the party is able to know in advance whether it is 
criminal or not. The criminality of an act can not de- 
pend upon whether a jury may think it reasonable or 
unreasonable. There must be some definiteness and cer- 
tainty. ‘ 


As evidence that nobody in Congress is in love 
with this sort of emergency legislation, I quote a 
brief declaration of Senator Kenyon, of Iowa, excus- 
ing his action in supporting the pending bill. He 
said: 

“TI do not like this proposed legislation. I do not 
think anybody is very enthusiastic about it. It is 
difficult legislation. If it was to be permanent leg- 
islation, it would not secure my vote. But the At- 
torney General has come to Congress and the Presi- 
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dent has done so, asking for this legislation. It is 
only going to be a period of perhaps 30 days, and 
in the meantime the Attorney General may be able 
to accomplish something by it. That is the enly 
justification that I can get into my mind for voting 
for it.” 


More Reluctant Support 


eveRAl. other Senators expressed similar senti- 
ments. Smoot, of Utah, who is rated as having 
a broader knowledge of the business of the countzy 
than any other member of the Senate, put his 
position briefly as follows: 

“If I thought this legislation was to be enforced 
in the United States very many months—I do not 
mean a year, I mean months—I never would sup- 
port it. I never would vote for such a bill as this 
if I thought that; but, really, if we are going to 
do a thing, let us do it. If it is bad, let it be bad 
and do not let us try by putting in some words to 
make it a perfectly useless thing.” 

It was in this frame of mind that the Senute, 
without the formality of a roll call adopted Senator 
Smith’s amendment. Hardly had the vote been 
taken, however, when the Senators began to feel 
misgivings concerning their action and a few min- 
utes later, upon a motion to reconsider, the amend- 
ment was thrown out. 


Amendment Finally Beaten 


en arOR SMITH fought valiantly to restore his 
provision to the bill before the final vote was 
taken on the passage of the measure as a whole, 
but the support he received was so weak that he 
did not care to test the strength of the proposition 
by a demand for a roll call. 

The anti-profiteering bill as passed by both 
houses, therefore, creates a criminal offense de- 
scribed as charging “unreasonable” prices for the 
articles enumerated in the measure but provides no 
standard by which judge or jury may determine 
what is reasonable or unreasonable. It goes with- 
out saying that no fixed scale of prices can be 
promulgated by any authority that will govern the 
whole country, or that could fairly be applied to all 
the merchants in any single community. The 
small retailer operating in the suburbs of a big city 
can hardly be expected to compete on prices with 
the big, centrally-located department store, and ob- 
viously the aforesaid department store wouid be 
guilty of profiteering if it charged the prices which 
the little suburban retailer musi obtain if he would 
keep alive. 

Who will deny that when this Pandora’s box is 
opened, its contents will make the merchants of the 
country sit up and take notice? 


That Funny Jones Bill 


| TOOK occasion a fortnight ago to draw attention 

to the price label bill recently introduced in 
the Senate by Senator Jones, of Washington, re- 
. quiring the manufacturer of an article to plainly 
mark theron the cost thereof, and compelling re- 
tailers to attach thereto labels showing in plain 
figures the wholesale price paid by them. I knew 
this measure would raise a how! from retailers as a 
class, and apparently I was not wrong. The 
N. A. R. D. Journal, the organ of the retail drug- 
gists of the country, makes this pointed comment 
upon Senator Jones’ bill: 

“The injustice of this bill lies in requiring re- 
tailers to furnish the public with the manufactur- 
er’s price for comparison with the retail price, with- 
out giving the public any information as to the 
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retailer’s cost of doing business. The public, with- 
out any information as. to the retailer’s cost of 
doing business will naturally regard the difference 
between the manufacturer’s price to the jobber and 
retailer and the retailer’s price to the public as un- 
warranted and as ‘profiteering.’ This would be 
gross injustice to the retail trade. 

“Unfortunately such men in public life as Senator 
Jones do not understand this. They do not have 
the viewpoint of the practical business men. What 
is worse, they often placate the public for votes 
even when they do not realize their action means 
the sacrifice of special interests. They seem to 
ignore the fact that special interest cannot be in- 
jured without injury to the public welfare.” 

I think I am justified in saying that the Jones 
bill will not be favorably reported from committee. 
It is very, very dead. 


Outlook for a Great Conference 


HE Chamber of Commerce of the United States 
is whooping things up for the big international 
trade conference to be held at Atlantic City, October 
1-3. A few of the things it hopes to accomplish 
are set forth in the following announcement it is 
sending out to thousands of business organizations 
affiliated with it throughout the United States: 
“The International Trade Conference will under- 
take to set the wheels of commerce in motion, in 
the hope and belief that depression will be pre- 
vented thereby. It will be a second Peace Confer- 
ence. The one at Paris fixed political boundary 
lines. The one at Atlantic City will try to re- 
establish confidence, and make universal trading 
possible again. 


“The future of the world depends on the solution’ 


of the trade problem. The United States being 
neither in peace nor in war, every industry is dis- 
turbed by the uncertainty of the situation. All 
elements of society are ready to turn to a program 
that will make the world function again; and that 
will find supply for demand, and demand for supply. 


Can’t Sell Goods to Bankrupts 


66 _—_—-. which can produce vastly more than 

it needs for its own use, must have a market 
for the surplus. How can the market be made stable 
when world bankruptcy is threatened? Everybody 
in America, whether he be capitalist or laborer, 
farmer or merchant, manufacturer or banker, will 
have difficulty in adjusting his affairs for the future 
until this question is answered. The International 
Trade Conference will tackle it. 

“The Chamber of Commerce of the United States, 
seeing the great world need for action now, laid 
the foundation for the International Trade Confer- 
ence by inviting England, France, Italy and Bel- 
gium to send to the United States their best men to 
meet American business men in an effort to unclog 
trade machinery, and to build such a program for 
the future that trade will flow without interruption, 
to the end that all people shall share in the general 
prosperity.” 

This sounds good, and if anybody can realize such 
a splendid vision, the men who compose the execu- 
tive committee of the Conference certainly measure 
up to the job. They include a few such captains of 
industry as A. C. Bedford, of the Standard Oil Co.; 
James A. Farrell, of the United States Steel Cor- 
poration; Homer L. Ferguson, of the Newport News 
Shipbuilding and Dry Dock Co.; Thomas W. La- 
mont, of the General Electric Co.; and William 
Fellowes Morgan, of the Merchants’ Association of 
New York. 
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Manufacturers for Better Sales Practice 


Washing Machine Producers Act to Eliminate Abuses and Standardize 
Partial Payment Selling 





Secretary Marsh directing the demonstration for county agents in Tennessee 


bers of the American Washing Machine Manu- 

facturers’ Association took action on two mat- 
ters of vital interest to every hardware man selling 
washing machines: First, recommending more uni- 
formly businesslike procedure in partial payment sales, 
and, second, tabooing free trials beyond a certain limit. 
In his report of the meeting Secretary Raymond Marsh, 
of the association, says: . 

Each member should consider all plans now public to 

finance deferred- payment sales and then decide on and 
select the one he is willing to recommend to his dealers 
as the plan to use. His decision and recommendation 
to his dealer on this subject should be made after con- 
sideration of how such a plan will increase sales and 
also duly and properly protect the dealer in a financial 
way. 
The committee appointed to consider conditions under 
which deferred payment sales should be made by dealers 
and for their protection brought in a resolution, with 
dissenting vote of but one member of the committee, 
which was passed unanimously by the association. The 
resolution is as follows: 

Resolved, That this is the recommendation of the 
members of the American Washing Machine Manufac- 
turers’ Association, that sales consummated on the 
deferred payment plan be on the basis of initial pay- 
ment of not less than 10 per cent of the retail cash 
price before delivery of machine, or, in any event, not 
later than at time practical demonstration is made, 
with succeeding payments on basis of transaction being 
completed within a maximum of 12 months subsequent 
to delivery of machine. 

Free Trials Tabooed 


COMMITTEE composed of Messrs. Conlon, White, 

Hunt, Eden and Hurley brought in a resolution 

on this subject which was passed unanimously by the 

association. 

The resolution is as follows: 

Resolved, That it is the recommendation of members 

of the American Washing Machine Manufacturers’ As- 

sociation that the practice of manufacturers and dealers 
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placing washing machines on trial before initial pay- 
ment is made by customer be discouraged; where con- 
ditions prevail deeming this impracticable, that trial be 
limited to single demonstrations and initial payment 
secured or machine removed within three days of dem- 
onstration. 

The committee and the association felt that now is 
the time to elevate the plane on which our business is 
being conducted; and the association and the committee 
urge that members notify their dealers of the foregoing 
recommendation in a letter, under each members’ own 
letterhead, the context of which should follow the ideas 
embodied in the following form prepared by the com- 
mittee and approved by the association: 

“The American Washing Machine Manufacturers’ As- 
sociation at meeting held in Chicago, Sept. 10 and 11, 
1919, discussed at some length the question of free 
trial on washing machines as well as the sale of 
machines on the partial payment plan and the determi- 
nation of the members was reached in the attached 
resolutions: 

“Unquestionable conditions which have to do with 
the sale of washing machines have changed within the 
last few years and this company is in agreement with 
the consensus of opinion of members who attended this 
meeting, that there no longer exists any real reason 
why washing machines should be sold on the basis of 
free trial, as the merit of the appliance has long since 
been established, and, the necessity of this device in 
the home no longer disputed, so that fundamentally 
there exists no reason why the washing machine should 
be installed in the home on any basis other than that 
which applies to a gas stove, telephone or other essential 
necessities. It is the recommendation of this company 
that you give this matter consideration, and, if prac- 
ticable, put these suggestions in effect in connection 
with your distribution of our appliance. 

“The condition of our business to-day does not justify 
the giving away (so called) of any premiums to pros- 
pects for purchasing a washing machine. This prac- 
tice was condemned in the strongest terms possible at 
the last meeting. 
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Our Service to You 
May Be Impaired 


HE print shop where HARDWARE AGE is 
manufactured is seriously threatened 
with a strike. The international unions, 
composed of representatives of all the local 
unions, have made certain contracts or agree- 
ments with the publishers. One of the very 
important agreements entered into between 
these two bodies is relative to the 44-hour 
week. They have agreed that the present 48- 
hour week shall prevail until May 1, 1921, 
when it will be replaced by a 44-hour week. 
The threatened trouble arises over a re- 
fusal of the New York City local unions to 
abide by the agreement of the International 
Unions, and although it is a by-law of the 
International Unions that strikes cannot be 
called without first endeavoring to arbitrate, 
the local unions in New York City have de- 
manded the 44-hour week on or before Octo- 
ber 1, 1919, and have issued notice that if 
this demand is not complied with they will 
strike on that date. 

They have also made demands for wages 
advances averaging $14 a week, for time- 
and-a-half for the first hour-and-a-half of 
any overtime, and double pay for any over- 
time running beyond an hour-and-a-half. 

The problems they put up to the publishers 
are exceedingly embarrassing. If their de- 
mands are granted it will place a most serious 
handicap on New York publishers, who are 
naturally loath to accede to such demands. 

It is clearly a case of one of the lesser 
bodies, a local union, refusing to act in agree- 
ment with contracts made by a greater body, 
the International, whose opinions have been 
arrived at by votes of duly accredited repre- 
sentatives. 

It is not at all improbable that the service 
rendered to the readers of HARDWARE AGE 
may be impaired during the coming weeks, 
and we ask your patience and consideration 
should the issues of HARDWARE AGE in the 
immediate coming weeks fall short of the 
high standards it is our constant endeavor to 


maintain. 
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We hope that the threatened difficulties 
may not arise, and that fair dealing and the 
consideration of mutual interests may bring 
about conditions that will in no way impair 
the contents or the distribution of this maga- 
zine. 


Price versus 
Price 


HE “Members Exchange,” a monthly 

bulletin issued from the secretary’s of- 
fice to the members of the Wisconsin Retail 
Hardware Dealers’ Association, has been 
conducting a vigorous campaign against 
various manufacturers who supply catalog 
houses with their products at prices which 
permit these concerns to sell to the public at 
prices approximating those quoted by whole- 
salers to the Wisconsin retail hardware 
dealers. 

The Exchange has not condemned the prac- 
tice of selling to the catalog houses. It has 
taken the ground that such large retailers 
are certainly entitled to buy merchandise, 
and recommends to the dealers that no com- 
plaint should be made that would in any way 
interfere with these concerns obtaining such 
goods. 

Then the Exchange goes on and maintains 
that the published retail*prices of the catalog 
houses are the proper prices, and urges Wis- 
consin dealers to demand such prices as will 
permit them to meet such competition with 
like retail prices, and at a profit. 

The Exchange very reasonably sets the re- 
tailers’ cost of doing business at 20 per cent 
of the selling price, and advises the dealers 
to insist upon at least that discount on the 
catalog: published prices. 

Some very interesting and rather illumi- 
nating clashes have occurred. On the anvil of 
publicity some manufacturers’ sales policies 
have been re-shaped. Some of the jobbers 
have expressed their opinions with prices 
that have put the Wisconsin dealers in right. 
Altogether the manufacturers have been hav- 
ing a rather busy time of it. 
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NEW YORK 


Office of HARDWARE AGB, 
New York, Sept. 20, 1919. 
HE outstanding features of the past week in this 
section were: strong buying, few price changes 
and the belief expressed almost generally that the 
labor situation is now reaching a head. The threatened 
steel strike is regarded by most hardware men in this 
vicinity as the turning point of the labor situation. 

Retail buying is exceptionally good and jobbers 
report collections to be very satisfactory. Conditions 
existing between wholesalers and factories are, on the 
other hand, anything but optimistic. Production is, 
of course, subnormal and promises on the part of manu- 
facturers are qualified and uncertain. 

Serious scarcity in many lines will probably develop 
and both jobbers and dealers are unanimous in the 
belief that advance orders should be placed as early 
as possible. 

Babbitt Metal.—There was an appreciable price drop 
in this line during the week which was caused, appar- 
ently, by quite a noticeable weakening of interest on 
the part of large buyers, as well as the general desire 
to lower prices whenever practicable. Best grade per 
Ib. is now selling from 80c. to 90c., and commercial 
grade per lb. is down to 30c. 

Brass and Copper.—Both of these lines are firm and 
every indication points to their remaining so for some 
time. Buying is in relatively small lots. Quotations are: 

Base prices for quantities not less than 100 lbs. of a size 
from New York stock: High brass sheets, 29c. to 32%c. 
base; high brass wire, 3lc. to 33c, base; brass rod, 26%c. to 
30c. base; seamless brass tube, 37c. to 39c. base; seamless 
copper tube, 3814c. to 40%c. base; sheet copper, 33%c. to 
361%4c. base; copper wire, plain, 32%c. to 33c. base. 

Butts and Locks.—No notable changes have been felt 
in either of these items. Buying continues consistently 
strong. 

Solid bronze locks, $3.10 a set; inside door locks, steel, 70c. 
a set; butts, bronze plated on steel, 3% in., 30c. a pair; 
5 in., 70c. a pair. 

Cider Mills and Wine Presses.—Probably because of 
—s the demand for cider mills and wine presses 

as been for some time past altogether unprecedented. 
This excessive demand and the shortage of materials 
and labor troubles have now made it literally impossible 
to obtain these valuable implements anywhere in this 
locality. The same acute shortage is said to exist 
throughout the entire aridness of the country. 


Conductor Pipe, Eaves Trough, Elbows and Shoes.— 
One of the items of this line felt a slight decline dur- 
ing the week of 644 points. Business in this stock is 
remarkably firm though it can hardly be called normal 
because building activity is not strong. 

Conductor pipe, galvanized steel, 50 and 10 per cent; gal- 
vanized charcoal and iron, 35 per cent; copper pipe, 20 per 
cent; discounts from jobbers’ lists. 

Eaves trough, galvanized steel 60 and 10 per cent; gal- 
vanized charcoal and iron, 4434 per cent; copper, 20 per cent; 
discounts from jobbers’ lists. 

Elbows and Shoes.—All sized up to 6 in., 70 per cent dis- 
count on galvanized steel, plain, round and corrugated. 

Cotton Sash Cord.—This is still being quoted at 70c. 
per lb., base to an active market. 

Cutlery.—Since the latter part of last month there 
has been no price advance in this section on standard 
items. Jobbers anticipate slight advances before long, 
however, because of the very great scarcity of stocks 
and the radical labor troubles at many factories. The 
Newark cutlery strike is still unbroken, although the 
larger factories have employed new men and are train- 


ing them to fill the places of men on strike. The 
smaller factories are badly crippled. 
Jack knives, standard American, 2-blade, 3%-in. length, 


stag handles, brass lined, German silver shield, 2 steel bol- 
sters, no cap, $8.50, to $10 per doz, with 5 per cent discount 
for half dozen or more. 
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_Boy Scout pattern, 35 in. length, stag handles, one cut- 
ting blade, one can opener blade, and combination bottle 
cap opener blade, $12.63 to $17 per doz. Butcher knives, 
standard American beech handle knives, 3 brass screw rivets 
in handles: 6 in., $4.20 per doz.; 7 in., $4.90; 8 in., $5.60; 
qnaee S fn per —- ag tae on jobbers’ lists. 
re Trimmers, Japan handles: 6 in., $9.60 bs 

$12.00; 10 in., 918.50 per doz. ’ otaeaaidiina 

_Foot Ball Goods.—Quite a bit of interest is being 
given sporting goods by enterprising dealers and the 
general interest in sports has increased considerably 
throughout the country with the return of the A. E. F. 
The demand for football goods is in excess of the 
supply. Local prices are given as follows: 

Football, official, intercollegiate, pure gum_ bladder. 8 
net; 5-R type, $6.10; No. 1—0, $5.55; No. 3—0, $4.75; No. Pg 
$2.90 net. Bladders.—2-piece, $6; 4-piece, $8.40 per doz. 
Laces.—R.H.L., 50c. per doz. Lacing Needles.—40c. to $1.50 
per doz. Shoulder Guards.—No. 44, $5.55 net, per pair; No. 
D. J. $6.85 net, per pair. Head Guards.—Standard types 
range from $1.10 per set to $9.00. Kidney Pads.—Best qual- 
ity range from $1.85 per set to $10. Nose Guards.—Average, 
= per doz. item Witte a types, per pair, range 

an average from $5. to 00. Stockings.— 
doz.; 201, $10 per doz. ———— 


Garden Tools.—The past week brought an additional 
number of inquiries and spring orders for goods of this 
kind. Prices remain firm with quotations being given 
as follows: 

Manure forks, 4-tong, bronzed, plain furrow, $11.50 
doz.; wooden D handle, $13.95; malleable D handle, teenee 
strapped, $12.50 per doz.; wooden type same, $15.25 per doz. 

Shank hoe, $7.25 a doz.; socket hoe, $8.04 a doz.; steel 
polished shovel No. 2, $13.50 a doz.; steel rakes, 14-tooth, 
$8.13 a doz.; iron rakes, 14-tooth, $4.65 a doz.; wooden lawn 
rakes, steel bow, $7.50 a doz.; wooden hay rakes, $7.10 a doz.; 
spading forks, 4-tong, D handles, full strapped, $10.75 a doz.: 
wooden spading forks, 4-tong, D handles, $14 a doz. " 

_Galvanized Ware.—Attention still continues to be 
given this line in recent orders. Quotations are given. 

Standard galvanized washtubs, No. 1, $11.85 per doz. Stand- 
ard galvanized washtubs, No. 2, $13.75. Standard galva- 
nized washtubs, No. 3, $16 per doz. Standard galvanized 
pel wee ae 4 ard =. Panta nay galvanized pails, 16-qt. 

i per doz. andard galvanized pails, extra h - R 
$6.30 per doz. ’ telaiiatn 

Game Traps.—Interest is substantially increasing in 
traps. Prices remain firm. Quotations on standard 
traps are: 

Oneida Victor Traps.—No. 0, with chains, $1.40 ‘ 
without chains, $1.07 per doz.; No. 1, any with choles 
91.23 without chains; No. 91%, with chains, $3.29; without 
chains, $2.81 per doz. 

Newhouse Traps.—No. 0, with chains, $3.28 per doz.; 
with chains, $3.85 per doz. cf aesincties 

Blake & Lamb Traps.—For rats, No. 0, $4.25 per doz.; No. 
1, muskrats, $5 per doz.; No. 2, large mink, $10.50 per doz.; 
No. 3, fox, $14 per doz.; less 50 per cent from jobbers’ lists. 
Triumph traps, No. 11, muskrat, $5.60 per doz.; No. 12, fox, 
$10.50 per doz.; No. 14, lynx, $16.50 per doz.; less 65 per cent. 

Ice Skates.—More interest was manifested during the 
week in this line and some jobbers expect price ad- 
vances before very long, though it is not likely until 
later in the season. 

Men’s Union hockey, nickel plated, $1.01 per pair; women’s 
same, $1.66 per pair. Men’s cast steel polished, 75c. per pair; 
women’s same, $1.06 per pair. Men’s cast steel, nickel plated, 
89c. per pair; women’s same, 91.29. &s 

Lanterns.—There seems to be considerable 
buying in this line. Prices continue firm. 

Local jobbers quote as follows: Dietz Hy-Lo lanterns, 
$8.15 per doz.; Monarch, $8.45 per doz.; Blizzard, $12.50 per 
doz. ; Junior side lamp, $15.95 per doz. ; Eureka driving lamp, 
$17.30 per doz. 

Lawn Mowers.—Attention is being given mowers in 
most of the advance spring orders. Quotations are 
given: 

Will Wear mower, 14-in., $10 net; 16-in., $10.50 net; 18-in., 
$11 net; 20-in., $11.50 net. 

Linseed Oil—As the new crop season approaches 
the price of both seed and oil is affected by a sub- 
stantial decline. Advance quotations are made for 


retail 
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October-December, $1.86 for carlots, and for January- 
April, $1.84 for carlots. Spot quotations are unchanged. 


For car lots, $2.12; 
less than 5 barrels, $2.18. 
extra; boiled oil, 2c. a gal. 


for less than car lots, $2.15, and for 
Oil in half-barrels is 5c. per gal. 
extra. 


Nails.—Conditions in this market remain the same 
as reported last week. A steel strike will cripple the 


nail industry very seriously. 


Stocks on hand in this 


section are low and the chances of replenishing broken 


lots is regarded, at present, 


altogether despairingly. 


Prices, however, continue firm: 


Quotations are: 


Wire nails, 
keg, and carted by the jobber, 


from $4.25 to $4.70 base per 
from $4.40 to 34.90. 


Cut nails in or out of store range from $6.25 to $6.75 base 


per keg. 


Coated nails are quoted nominally at $3.25 to $3.40 in 


earload lots from factory. 


Naval Stores.—As reported last week. the undertone 


in this market is stronger. 


A slight advance is noted 


in turpentine only. Quotations are: 

Turpentine, $1.75 to $1.77 per gal. f.o.b. New York. Dis- 
tilled wood turpentine, $1.63 to $1.65 per gal. 

Rosin, common to good strained, on a basis of 281 lb. per 


bbl., $17.50 to $18; 
W.W. $25.50 to $26 per bbl. 


Tar.—Old fashioned K. B., 
tar, $14.50 to $915 per bbl. f.o.b. 


D grade, $18.25 to $18.30 per bbl., 


$14.50 to _ per bbl.; 


and best 


retort 
New Yo 


Solder.—This item continues firm since the decline 
of last week. Prices are: % x %, 40c. per lb.; No. 1, 
87c. per lb.; refined, 30c. per lb 


Pruning Shears.—Fall buying has developed consid- 


erable interest in this line. 


Prices quoted are: 
6-in. nickel plated, $12 
doz.; full polished, 9-in., $13. 
$24 per doz.; 6-ft., $27 
$30 per doz.; 12-ft., 


per doz.; 8-ft., 
$33 per doz. 


8-in. cast iron shears, $2.25 per doz.; 
.50 per doz.; 9-in. 
Standard tree pruners, 4-ft., 


black, $7.80 per 


$30 per doz.; 10-ft., 
Tree pruners receive a dis- 


count of 45-5 per cent; shears are net. 
Rope.—The undertone of this market is apparently 


improving. 


Export orders are increasing and more 


domestic interest seems to be manifesting itself, though 


the general situation is best described as quiet. 


are unchanged. 
Jute rope, No. 1, 17%c. 


17c.; jute twine wrapping, 24c. 


to 18c.; 


Prices 


jute rope, No. 2, 16%c. to 
to 26c.; India hemp twine, 


No. 4% and 6 basis, 22c. to 24c.; 
244ec. to 26%c.; second grade, 
sisal rope, pure, % in. basis, 
Lathe yarn, "first grade, 19c, to 22%c.; sec- 


first grade, 21%c. to 23'%c. 
18%c. to 22%c. 


ond grade, lic. to 19%e. 


Hardware Age 


Manila rope, best grade, 
23%ec. to 254%c.; hardware, 


Roofing and Building Paper.—There was a slight in- 
crease of buying over last week, but this market is 


relatively dull. 


Tar paper, No. 1 ply, $2.30 per roll; 
roll; No. 3 ply, $1.95 per roll. 
roll, $1.15; 30-lb. roll, $1.34: 40-Ilb. roll, $1.85. 
paper, No. 1 ply, $2.40 per roll; 


$3.50 per roll. 


No. 2 ply, $1.50 per 
Rosin sized sheathing, 25-lb. 
Rubber roofing 
No. 2 ply, $3.00; No. 3 ply, 


Shovels.—Brisk business is being done on both coal 
and snow shovels in this locality. Prices are firm. 


Quotations are: Coal shovels, 4 
ordinary polished shovels, fourth 


shovels, $13.26 per doz.; 
grade, $14.21 per doz. 
Snow 
long handle, $10.50; wooden, 
$5.25; galvanized, D handle, 
count from jobbers’ lists. 


Shovels.—Plain, 2 rivets, 


black, No. 2, D handle 


long handle, $6; Ames, 


D handle, per doz., steel tip, 
$13 per doz.; 5 per cent dis- 


Sleds.—The past week was somewhat quiet in this 


line, with prices firm. 


Speed King sleighs, No. 10, ES. 50; No. 11, 
$16.50; No. 18, $18.50; No. 14, $22 


Stove Pipe.—More setbeltey was felt 


$15.50; No. 12, 
No. 15, $27. 


in this and 


kindred items during the week. Prices are steady. 


Twenty-eight gage, 6-in., $3.60 per doz. lengths. 
heavy corrugated, 28 gage, 6-in., 


Elbows, 
$2.35 per doz. 


Weather Strips.—The fall buying is developing large 
demands for this stock. Prices are: 
Rubber weather strips (special), 50-10-5 per cent: ash, 


oiled, 45-5 per cent; white enameled, 45-5 per cent; 


cushion, 
from jobbers’ lists. 


packed 


70 per cent; cushion, all felt, 30 per cent discounts 


Window Glass.—The demands for glass exceed the 
supply on hand. Many firms have orders booked well 


beyond the first of the year. 


Large buyers are rail- 


roads and automobile factories, as well as building 


contractors. 


Prices are very firm. 


A, single thick, all sizes, 78 per cent; B, single thick, all 
sizes, 78 per cent, and B double thick, all sizes, 80 per cent 


discount from jobbers’ lists. 
stocks on hand. 


All quotations are subject to 


Wire.—Orders for spring shipment are still being 








Mill and Hardware Supplies 


The first and third issues of each month 
contain 7 other pages of hardware prices 


BARS—Crow— 
Steel Crowbers, 10 to 40 1bd., 
8% @9%Ks 
Pinch Bors, 10 to 40 lb., 
8% @9%¢ 
BEAMS—Scale— 
Chatillon’s No. Be 
— 5 Suet, 25, 1918 
1000 Ib. 
$3.00 $3.00 $6.00 — $14.00 
awe, @ NO. 2...cccccecs 25% 
P. 8. & W 
List Sept. 25, 1918—16% % 
Sargent & Co., 
List Sept. 7, 1918—16% 


BELTING—LEATHER— 
From No. 1 Oak Tanned oe 





Becond Quality, Shoulders... .60% 
Out Leather Lacing, Btrictly 
1 


BLOCKS Tackle— 

Oommon wooden..........++ 80% 
PUES ev cwepransccrccsecs 30% 
Drill— 

Athol Machine Co.: 
Drill Blocks.......... List net 
Bolts— 


Carriage, Machine, &£c.— 

Common Carriage (out thread): 
% @ 6, and smaller...40&10% 

Common a... i. (rolled thread) : 
% 2 6, and snaler, 
Larger or long 

PhMia., Eagle, $8. 00 lst... .60% 

Bolt Ende, H. Nute 40% 

Machine (out thread) 
% @ 4, and smal 





CHAIN—Proot Coll 
Amertoan 0 eee one 
3/16, 318.00; 15.00 ; 76, 
12.50; ia te 6, 
$10.50; %, $10.25; oe: $9. 
%. $9. 


50; %, $9.26; 1 8 


2 


pang =p 
oateor Mfg. Compa 
Blue Ribbon, Stick, 8 ID. .30¢ 

aoe 5 & 10 I. cans, 
Liquid in gal. cans, ®@ gal.$3.00 

DRILLS AND DRILL 
STOCKS— 

Twtet, Bit Stock..... - -50&10% 

Twist, Taper and Straight 
Shank 45% 


= Gauge, ‘Jodbers’ and R. 2. Sa 
sven tele ot Wood... "soa10% 
EMERY—Turkish— 

Out of market at present time. 
Domestio, 1D. ..cceeeceeeeee 1 


HAMMERS AND 
SLEDGES— 

GS BF BO Givccocesceneves -4545% 

PE Gis sacerevnsnced 45410 % 

OILERS— 


Bteel, Copper ey ee | 
Chace, Brass and Oopper.. 0% 
Railroad, coppered.....88%4&5% 
Chace, Zino Plated.......383%% 
Railroad, eee 2085 % 
PICKS AND MATTOCKS— 


Rotlroad ......... esses eRt 
Contractors’ Picks......... 


ROPE— 


Eastern Retatl Trade. Per ib. 
Manila, % in. diam. and larger: 
Highest Grade..........27%¢ 
eee — ee oe 5¢ 
Har Grade... 121 u¢ 
Sisal, gr “4 diam. and larger: 
Highes: t Grade 


oe Grads cocccereccese 
Bisal, Hay, Hide ‘and Bale Ting 
Medium and Coarse: 
First ; soni, 23% ¢; ennant 





GUGTEY cccccscccccces 20%¢ 
— > Tarved, Medtum Lath 
First — Pere er - -28¢ 
Second rita scccssccces 
Cotton Rop 
Best 5/16-tn and larger. 
49@50¢ 
Medium, 6/16-in. and larger, 
47@48¢ 
Third Gr., om, and 
GOTGOr .evoccice -+- 45@46¢ 
Jute: 


No. 1, An. and wp...» .19¢ 
No. 2, Y%-4n. and up..... 7T%e 


SAWS AND FRAMES— 


rrrrry .t. 
Baws, — 
12'to 14 iM.....0++ 0+. 10&10% 


ba — 


adj., per Sik chs $8.75 
Brodt, i., 8 to st) in., per dos 
$17.88 


Steel adj., steel hdle., per doz., mas 
Adj. Pistol-Grip, per doz...$18.77 


SCRE WS— 

Coach, Lag and Jack— 
Lag, Cone Point...... «+ -50&10% 
Coach, Gimlet Point........ 45% 


Jack Screws— 
Btandard LAst...........-40&5% 
Machine— 

Cut Thread, Iron 
Flat Head or , Bound Head, 
60&10% 
Fillister or Oval Head, 
50&10% 


Brass: 
Flat Head or Round Head, 
50410% 
Fillister or Oval Head, 


rashes 
Rolled Thread Iron, F. H. 
a er reer 75&10% 
Fillister or Oval "Head. ++ -80% 
Rolled Thread Brass: 
F. H. Bl cccccvcce 65/10 
Fillister. p ‘Oval Head..... 60% 


Hee. Hd, Oap.......00. +++ -65% 

Fillister Head Oap....seee 45% 

Wood 

Flat Head, Iron....... 77%&15% 
Round Head, Iron....... 75&15% 
Flat Head, Brass....... 60&15 % 
Row ++ -574%&15% 
é....565&10&10% 


e 
52% 410&10% 
stems, DIES AND 

APS— 


Round H ead, 


a. cececcecsoe cececcoe 10% 
Hand Taps, y% to 1 in... ...48% 
ams Tape, emaller than % 


eeeecrserevcconcoee + 45% 

M. 8. Taper Taps, ‘No. 2 to 
oe rrr 60&5 
M. 8S. Taper Taps, larger... 45% 


TURNBUCKLES— 
No. 195, Japn’d, per dozen.$1.20 
National Mfg. Co. Screen Door. 


TRUCKS—Warehouse, &c. 


McKinney Mfg. Co.: each, net 
No. 1, $21.50; No. 2, $18.50; 
No. 8, $1 5.50. 


WASHERS—Cast— 
ver -‘noh, barrel lote, per 


Iron or Steel 


Bice bolt 5/16 : 

Washers $13.40 13's0 1140 
11.26 11.10 

WRENCHES— 
A BUG ccc er ccccces eh 
Alligator or Crocodtle.......50% 
z Forged Ae 
Genuine Fraloorth Stillson, - 
50410% 


“METALS— 





aia 





wepelter and Sheet Zinc— 

estern spelter......... 8 9 

Sheet Zine, No. 9 base, at . 
12¢; open, 12%¢. 


Lead— 
janine ig.. sour D., 6 ™% 
Ber ..se-). Ber B., "Men 
Solder— 
x 12 guaranteed.......... 45¢ 
%, COSRESSEED Ce OCR SS +++ -40¢ 


¢ 

Prices of solder indicated by 

private brand vary according to 
composition. 


Babbitt Metal— 


Best grade, per Ib. ---90¢ 
Commercial } Ping per ib:: bb oed 50¢ 
Antimony— 

Asiatic, per ™...... oo++-9@10¢ 
Aluminum— 


Na. 1 Aluminum (guaranteed over 
99 per cent pure), in ingots for 
remelting, per ......35@37¢ 
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received by local jobbers and wire products are prom- 
inent in nearly every order. 


Black screen wire, 12 mesh, $2.40 per 100 sq. ft.; opal wire, 
12-mesh, $2.90 per 100 sq. ft.; pearl wire, 12-mesh, $3.75; 
copper wire, $9; square mesh wire, 2 x 2, $4.50; poultry 
netting is quoted at 40 per cent discount from jobbers’ lists. 


Wooden Handles.—A good deal of interest was felt 
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in this stock during the week and many orders placed. 
Prices are being quoted as follows: 

Farming tool handles, 15 per cent off; long shovels, 15 per 
cent; Bent D handles, 15 per cent; malleable D fork handles, 
45-5 per cent; pick handles, 15 per cent; sledge handles, 15 
per cent; axe and hammer handles, 10 per cent. All except 
the latter two items are given an additional 5 per cent off 
for bundle lots. 


What Are You Getting? 


ELIEVING it to be a matter of interest and possible 

guidance to our readers, we publish herewith a 
list of staple articles, together with the retail prices 
prevailing in this section. These prices are average 
prices, arrived at as a result of a canvass of the 
Greater New York trade: 


Galvanized Black Coal Hods 





Wo. 516...... $0.80 | a | Baers $1.30 i i Soe $1.60 
SS) ae .90 Ne. 166...... 1.45 |e) ee 1.75 
IO. GIB..0 000 1.00 1) ay; See 95 
Waste Cans 

Me hs gh ialire sane dlkacdink hee | Se reer te eee $4.00 
Mier ensn dak seek norte 2.70 Be det scbdecueadihe seu 1.75 
Pe Braceeccaceteusavcas Oe 

Sash Cord and Cotton Line 
me. 2 barnes a Behan ene WER 6c. per yd. $1.65 per hank 
Cae, ME. 5 foi Cowes eawansawus 6c. per yd. 
ree See WED. ov uecuceekbecacaeus 4c. per yd. 

Le Page’s Glue 

Be Ricci ciav.cceccunees .25 ee Srrecyrrrr err $1.00 
i NS cavbewkeednaw aaah 40 Ot. a. a edeeente cane daa 1.75 
D Misa tocctucenecas 65 SiMe sikteeeetceussncnan Cee 

Yale Locks and Latches 
pe Parr $0.90 each No. | ae $3.25 each 
Nos. 042a and 0343.. 2.50 each Ms ecrretne 7.00 each 
Nos. 45a and 44..... 3.00 each Pee Giiccccccnce Oe oe 

ee See 7.00 each 
Yale Door Closers 

No. 12 each 
No. 13 each 
No. 14 each 
No. 15 5 each 
Tee ee TEP COT re Try $0.18 per can 
DU oe ciscd pOReercientchpeestkeusscanduenteseawar .50 per can 
DS b ne bRENs CORO R SRG Kee Rade aes a CRON EREG hon 1.25 per can 


Hack Saw Blades 


SO cvcscdtscenévctccrecesvbensasens $007 each $0.75 doz. 
WM 64cecubcxoenesccacwuenenucenuess .O8 each -85 doz. 
DPM sb askndeguatcnceweuensaucauséonns .09 each .90 doz. 
SPU SenseuecucdscriaedarckrekkaceKes 10 each 1.00 doz. 
Wiss Snibs 
ING Tbe cnscces $2.70 per pair No. 9........92.15 per pair 
No. 19........ 2.50 per pair No. 10........ 2.00 per pair 
No. 7........ 2.85 per pair |, a) Paar 1.50 per pair 
No. 8........ 2.40 per pair PO Eeasacnnes 1.25 per pair 
Roofing Paper 
EN DOD 4. ccues bs deedaweencenateeeaunadeadnadens $2.25 per roll 
Bee UE padtnvcinecéceskscbaena cakeunnaneswacae 1.65 per roll 
DSU: Cadtinebawkincdutackinekdaneneecatcuneens 2.25 per roll 
SOR DOO o.ccéeiattcdaneenssesd baicdecesuacdes 3.00 per roll 


Building Paper 
Se We ckcunencekkawees $0.90 ae ree $1.00 
Strap and Tee Hinges 


(Per pair, with screws) 
Heavy Strap 


Light Strap 





Light Heavy Heavy 
Desc veeanktacecunaan $0.12 pair oO 
Gh. weccuedeacudacanibes .14 pair $0.18 pair $0.20 pair 
Pen | siccaxearkechantée .16 pair .20 pair .25 pair 
Ms caccadcdenceaceuies -17 pair .25 pair 32 pair 
Di bh eb cneakeceneaaenes .20 pair .30 pair 50 pair 
WG Kaveeeenuesscetdasas .30 pair .42 pair 70 pair 
> savecessevekeudnaes .38 pair .55 pair .95 pair 
DEED -déeackencevaneraackes -50 pair .75 pair 1.10 pair 


CHICAGO 


Office of HARDWARE AGE, 
Chicago, Sept. 20, 1919. 


ya from a selling standpoint, business in the 
’ Chicago district was never better, despite the fact 
that building has been at a standstill for nearly two 
months, and is still in that condition. Last week it 
was believed that a settlement had been reached, but 
a vote of the various locals of the carpenters’ union 
was unfavorable. The men have been offered 92%4c. 
per hour, which is in excess of the amount paid in 
practically all the other large cities. Many of the 
carpenters have left town to work in other localities, 
ar $125,000,000 worth of building, projected or con- 
tracted for, is tied up. Despite this condition, there 
is a large amount of repair work in progress, and sales 
of general lines are above normal. Builders’ hardware 
is selling heavily in the district outside the city proper, 
as are also nails and carpenters’ tools. 

There never was a better demand than is now being 
shown for the general lines of hardware, tools, toys, 
washing machines and holiday goods. Local jobbers are 
literally swamped with orders. There are so many 
shortages that many retailers have formed the habit 
of duplicating their orders with two or more jobbers 
in the hope of getting the needed stock. 

Guns are particularly scarce, most of the leading 
makers being at least six months behind with their 
orders. Jobbers anticipate higher prices on firearms 
by the first of the new year. 

There is also a scarcity of pliers, and local jobbers 
have had to mark out a large number of types and 
sizes because of inability to get the goods. So far as 
known, practically all the plier manufacturers have 
had strikes during the summer, which cut heavily into 
their production. 

The reluctance of many retail dealers to place orders 
for stovepipe and elbows early in the season, even at 
a guaranteed price, forced the manufacturers of these 
lines to curtail their buying of raw material and the 
manufacture of the goods at the usual season. As a 
result the available supply of pipe and elbows is light, 
and the manufacturers are far behind with their orders. 
There will undoubtedly be shortages when cold weather 
arrives. 


Just now the interest of the trade is centered on the 
proposed strike of the steel workers, and there is a 
scramble for various steel products. Even if the strike 
should be of short duration, it would materially cut 
production in many lines and would undoubtedly retard 
deliveries. 

Very few price changes have been reported during the 
pe week, but the market on practically all hardware 
ines is firm. Collections are reported to be exceedingly 
good, with merchants generally discounting their bills. 
Cash sales are above normal. 

Axes.—Local jobbers report a very good demand for 
axes at this time, for both immediate and future de- 
livery. During the summer there were rumors to the 
effect that axes would be cheaper after the first of the 
year, but of late there has been no such talk. In fact, 
— are many who now expect higher prices after 

an. 1. 

We quote from jobbers’ stocks f.o.b. Chicago: First qual- 
ity single bitted axes, 3-lb. to 4-lb., $14 per doz. base. 

Alarm Clocks.—Conditions surrounding the alarm 
clock industry have not changed materially for several 
weeks. There is a very heavy demand coming from 
practically all parts of the country, while at the same 
time the manufacturers are far behind with their 
orders. The production at the factories is said to be 
greatly hampered ‘by inability to get skilled workers. 
Stocks of jobbers are comparatively low. and some are 
accepting orders subject to stock on hand — at prices 
ruling on date of shipment. The shortage will probably 
continue for some time to come. 


We quote from the jobbers’ stocks, f.o.b. Chicago: The 
American alarm clock in less than dozen lots, $12 per doz.; 
in dozen lots, $11.55 per doz.: in case lots of 4 doz., $11.40 
per doz.; Lookout alarm clocks, in less than doz. lots, $15 
per doz.; in doz. lots, $14.40 per doz.; in case lots of 2 doz., 
$14.20 per doz.; Tattoo alarm clocks. in doz. lots, $29.70 per 
doz.; in case lots of 50 clocks, $29.10 per doz.; Slumber 
Stopper alarm clocks, in doz. lots. $33.34 per doz.; Big Ben 
and Baby Ben alarm clocks, $2.20 each. 


Babbitt Metal—General sales of babbitt metal con- 
tinue good, although more or less confined to factory 
and shop trade. During the summer there was a heavy 
demand from parts of the farming district, but with 
the harvest about over this demand has stopped. Bab- 
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bitt prices seem firm, although no changes are reported. 

We quote from jobbers’ stocks, f.o.b. Chicago: Standard 
babbitt metal, in full boxes, 9c. per lb.; Revenoc brand, in 
full boxes, 18c. per Ib. 

Bars.—The demand for both mild steel and hard 
steel bars is exceptionally heavy at this time. The 
larger buyers seem to be no longer concerned about 
prices, their problem being to induce the mills to fill 
the orders they place. There is an increasing demand 
for early deliveries, due to the desire of buyers to 
protect themselves against the contingency of a steel 
strike. The demand is coming from manufacturers 
and jobbers as well as large contractors. Prices re- 
main as last quoted. 


We quote from warehouse stocks, f.o.b. Chicago: Steel 
bars, $3.37 per 100 Ibs. 


Coil Chain.—The coil chain market is comparatively 
dull at this time, but sales are expected to increase 
materially with the opening of logging operations. 
Sales in the agricultural districts are about over for 
the season. Prices seem firm, and there are some 
rumors of contemplated advances. 

We quote from jobbers’ stocks, f.o.b. Chicago: Standard 
proof fire-welded coil chain, % in., 9c. per lb. 

Coal Hods.—Local jobbers continue to sound a note 
of warning to those dealers who have not as yet bought 
their requirements of coal hods. There is every indi- 
cation that shortages will prevail as soon as cold 
weather arrives, and higher prices seem more than 
probable. Those who have not yet purchased are ad- 
— to do so at once and to specify early delivery 

ates. 


Eaves Trough and Conductor Pipe.—There is a very 
good demand for eaves trough and conductor pipe, 
although the strictly local sales are mainly for repair 
work. There is nothing to indicate that prices will 
be any lower for some time and they may go higher. 
Local jobbing stocks are in fair condition only. 


We quote from jobbers’ stocks, f.o.b. Chicago; 29-gage lap 
joint eaves trough, 5 in., $5.15 per 100 ft.; 29-gage conductor 
pipe, 3 in., $6 per 100 ft. These prices are for full crate lots. 


F iles.—File sales are very satisfactory, although not 
as heavy locally as they would be if building were not 
at a standstill. Mechanics are buying in good volume 
in the city, and in the outlying territory the carpenter 
trade is using large quantities of files. Under present 
conditions declines are hardly to be expected. 

We quote from jobbers’ stocks, f.o.b. Chicago. Nicholson 
files, 50-7% per cent discount; New American, 60 per 
cent discount; Disston, 50-10 per cent discount; Black Dia- 
mond, 50-5 per cent discount. 


Glass, Putty and Glaziers’ Points.—There is no sur- 
plus of glass on the local market, and only the tie-up 
of building operations in the city prevents real short- 
ages. The manufacturers are now in the midst of their 
second operating season, and local jobbers say that 
practically all the glass to be made during that period 
is already sold, or will be sold before the works close. 
The market seems to have an upward tendency, although 
no prices have been changed. 

We quote from jobbers’ stocks, f.o.b. Chicago: Single 
strength A, all sizes, 77 per cent off; single strength B, first 
three brackets, 77 per cent off; all sizes of double strength 
A, 79 per cent off. 

We quote from jobbers’ stocks, f.0.b. Chicago: Putty, in 
100-lb. kits, $4.25; glaziers’ points, No. 1, No. 2 and No. 3, 1 
doz. to a package, 65c. per package. 

Guns and Ammunition.—There is a marked scarcity 
of firearms, particularly shot guns. Local jobbers have 
very light stocks, and seem unable to build them up. 
It seems almost sure that prices will advance by the 
first of the year. Several of the leading makers have 
withdrawn their product from the market for the 
balance of the year, and all the producers are far 
behind with their orders. It is doubtful if any orders 
placed by jobbers at this time could be filled before 
some time next spring. Air rifles are particularly 


scarce, several of the leading makes being practically . 


off the market. The cheaper makes of revolvers are 
also difficult to stock. . 

Orders for ammunition are coming in somewhat bet- 
ter, although they are usually about six weeks behind. 
While prices have been guaranteed against decline up 
to March 1, 1920, yet there is no assurance that they 
will not advance. 

We quote from jobbers’ stocks, f.o.b. Chicago: Single 
barrel competition shot guns, 12-gage, 30- or $2-in. barrels, 
plain extractor, $7.50 each; with automatic ejector, $7.75 
each; standard shotguns, 12-gage, 30- or 32-in. barrels, 
plain extractor, $8.35 each; with automatic ejector, $8.75 
each; double barrel guns, 12-gage, with hammers, $17.75 
each; hammerless, $21 each. No discount. 

No. 22 short semi-smokeless cartridges, $5 per thousand; 
No. 32 short semi-smokeless, rim fire, $11.75 per thousand; 
No. 22 long, semi-smokeless, $6 per thousand; No. 32 long, 


semi-smokeless, rim fire, $13.50 per thousand; discounts.: 


10-7% per cent. Peters’ target shells, smokeless, 5 drams 
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powder, 1% oz. shot, 1 to 10, $40 per thousand; Peters’ 
Referee semi-smokeless, 3 drams of powder, 1 oz. shot, 1 
to 10, $37 per thousand. Discount, 15 per cent. 
Galvanized Ware.—The demand for galvanized ware 
has been very heavy during the past few weeks, the 
dealers endeavoring to get their fall stocks in shape. 
There is an especially good demand for pails, tubs 
and similar items. The makers are behind with their 


orders and deliveries are very slow. Stocks of local ~ 


jobbers are light, as are those of the average retailer. 
Declines are not to be expected at this time, and there 
are rumors that prices will go higher. 

We quote from jobbers’ stocks f.o.b: Chicage Standard 
galv. tubs. No. 0, $7.80 per doz.; No. 1, $9.60 per doz.; No. 2, 
$10.80 per doz.; No. 3, $11.55 per doz.; medium grade, heavy 
galvanized tubs, No. 100s, $13.60 per doz.; No. 200s, $15.50 
per doz.; No. 300s, $17.25 per doz.; common galvanized 
pails, 8-qt., $2.70 per doz.; 10-qt., $3.10 per doz.; 12-qt., 
$3.35 per doz.; 14-qt., $3.75 per doz.; 16-qt., $4.65 per doz. 

Garden Hose.—Sales of garden hose are practically 
over for this season, but orders are already coming in 
for future delivery. Local jobbers express the belief 
that prices will be higher next season, as both rubber 
and cotton fabric are higher. 

We quote from jobbers’ stocks, f.o.b. Chicago: Cow brand 
Competition hose, not guaranteed, in 50-ft. lengths, 10c. 
per ft.; 3-ply, %4-in. guaranteed hose, 12c.; 3-ply, %-in. 
guaranteed hose, 15\c.; 4-ply, %-in. guaranteed hose, 14c.; 
4-ply %-in. hose, 17c. 

Wood Handles.—The wood handle situation is be- 
coming more acute daily, and is particularly noticeable 
in the second growth hickory lines. Conditions in lum- 
ber and labor are said to be responsible for the short- 
ages. Owners of hickory timber have put prices almost 
out of reason, and the makers of wood rims for auto- 
mobiles, who recently advanced their prices, are able 
to over-bid the handle manufacturers. There is little 
prospect of better conditions this season, and local 
jobbers are strongly inclined to believe that handle 
advances are to be expected. 

We quote from jobbers’ stocks, f.o.b. Chicago: No. 1 
hickory axe handles, $3.75 per doz.; No. 2 hickory, $3 per 
doz.; extra quality hickory, $4.50 per doz.; No. 1 railroad 
pick handles, $4.50 per doz.; second growth hickory hatchet 
and hammer handles, 14-in., $1.50 per doz.; medium quality, 
14-in., 85c. per doz. 

Jack Screws.—Jack screws are selling in very good 
volume, although the strictly loca] sales are hampered 
by the building trades deadlock. Sales in the balance 
of the Chicago territory are said to be fully up to 
normal. Prices as quoted seem firm. 

We quote from jobbers’ stocks, f.0.b. Chicago: Standard 
makes, 33% per cent discount from list. 


Lanterns.—Lantern sales are increasing daily, and 
the coming season bids fair to outshine that of last 
year. There have been recent advances and the mar- 
ket in general is very firm. 

We quote from jobbers’ stocks, f.o.b. Chicago: Com- 
petition lanterns, No. 0, tubular, $6.60 per doz.; No. 2 
tubular, cold blast, $9.50 per doz. 

Lace Leather.—Since the recent heavy advances in 
lace leather the market has been rather quiet. Jobbers 
and dealers are buying only in the quantities needed for 
immediate use, evidently believing that the present 
values are too high. Sales in the agricultural com- 
munities are practically over for the year. The chrome 
lace leather seems to be the better seller locally. 

We quote from jobbers’ stocks, f.o.b. Chicago: Rawhide 
lace leather, %-in., $3 per 100 ft.; %-in., $4.40 per 100 ft.; 
chrome lace leather, %-in., $1.65 per 100 ft.; %4-in., $2.06 
per 100 ft. 

Nuts and Bolts.—The makers of nuts and bolts are 
about in the same position as the manufacturers of 
wire products. There is an increasing disposition on 
the part of the larger consumers to exceed their speci- 
fications. According to the makers, new business is 
plentiful, but difficult to place. There are numerous 
inquiries for 1920 delivery, but as yet the manufac- 
turers are unwilling to quote on that business. Local 
jobbing stocks are in fair condition. The market is 
particularly strong and the tendency is upward. 

We quote from jobbers’ stocks, f.o.b. Chicago: Machine 
bolts up to % x 4 in., 50-5 per cent off; larger sizes, 40-5 
per cent off; carriage bolts up to % x 6in., 45-5 per eent off; 
larger sizes 30-10 per cent off; coach or lag screws, gimlet 
points, square heads, 50-5 per cent off; hot pressed nuts, 
square or hexagon cap, $1.85 off per 100 lb. 

Wire Nails.—Local jobbers report improvements in 
deliveries of common wire nails and finish nails, but 
say that it is almost impossible to get large head nails 
or any of the special types. Box nails are also difficult 
to obtain. The general conditions of the market reflect 
no change. The independents continue to ask 25c. per 
keg more than the leading interest, while jobbing prices 
vary. Local sales are much lighter than they would 
be under ordinary building conditions, but outside sales 
are good. 
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We quote froe: jobbers’ stocks, f.o.b. Chicago: Standard 
wire nails from $3.90 to $4.15 per keg base; cement coated 
nails from $3.50 to $3.75 per keg base. 

Rope.—There is very little doing in the rope market 
at this time and recent declines do not seem to have 
encouraged buying to any great extent. It is reported 
that the rope export business is growing and this is 
leading many to believe that the market will be stable 
and that further declines are not to be expected. 

We quote from jobbers’ stocks, f.o.b. Chicago: In full 
coils, manila rope, No. 1, 24%c. per lb.; No. 2, 2344c. per Ib.; 
No. 3, 22%c. per lb.; sisal rope, No. 1, 18%c. per lb.; No. 2, 
17%e. 

Roofing and Building Paper.—There is a very heavy 
general demand for roofing and building paper, although 
local sales are now mainly for repair work. The de- 
mand seems to have been stimulated by recent advances. 
There is a continued scarcity of the rags used in 
making felt for roofing, with consequent high prices. 
Under these conditions it seems doubtful if any de- 
elines in roofing are to be expected. Prices are char- 
acterized as very firm. 

We quote from jobbers’ stocks, f.o.b. Chicago: Certain- 
teed roofing, 1-ply, $1.78 per sq.; 2-ply, $2.29 per sq.; 3-ply, 
$2.80 per sq.; Major roofing, 1-ply, $1.43 per sq.; 2-ply, $1.84 
per sq.; 3-ply, $2.25 per sq.; Guard roofing, 1-ply, $1.33 
per sq.; 2-ply, $1.69 per sq.; 3-ply, $2.05 per sq.; tarred 
felt, $8.26 per 100 lb.; red and gray rosin paper, $50 per ton. 

Iee Skates.—There has been some improvement in 
the demand for ice skates during the past week, but 
sales are not up to those of last year. This is due 
te the fact that there was a mild winter last season, 
and many dealers carried over fair stocks of skates. 
However, when the season opens the demand is expected 
to increase materially. There is nothing to indicate 
priee changes. 

We quote from jobbers’ stocks, f.o.b. Chicago: Men’s 
all-clamp roeker skates, No. C-110, 65c. per pair. Price 
imeludes war tax. 

Snow Shovels.—Jobbers declare that everything points 
to shortages of snow shovels this season, and they are 
advising their customers to get their orders in at 
onee, specifying early deliveries. With the present 
steel and lumber conditions, there seems no probability 
of lower prices, while there is great probability of 
advances. 


Spark Plugs.—The coming of fall does not seem to 
have retarded sales of spark plugs and the demand is 
now as heavy as at any time during the year. Many 
of the large makers are said to be behind with their 
orders. Evidently the retail trade anticipates short- 
ages, as orders from dealers are coming in in excep- 
tionally good volume. 

We quote from jobbers’ stocks, f.o.b. Chicago: Hercules 
Giant, lots of 1 to 50, 65c. each; lots of 50 to 100, 62%4c. each; 
lots of 100 and upward, 60c. each; Hercules Junior, lots of 
1 to 100, 40e. each; lots of 100 to 150, 37%4c. each; lots of 150 
and upward, 35c. each. Hel-Fi standard spark plugs, lots of 
1 to 66, 45c. each; lots of 50 to 100, 42%4c. each; lots of 
100 and upward, 40c. each; Hel-Fi Superspark plugs; lots of 
1 to 56, 65c. each; lots of 50 to 100, 62%4c. each; lots of 100 
and upward, 60c. each. 

Screws.—The screw market is fairly active, with the 
manufacturing trades as the leading purchasers. Serew 
prices appear firm, and local jobbers do not anticipate 
any declines. 

We quote from jobbers’ stocks, f.o.b. Chicago: Flat head 
bright screws, 77%-20; flat head brass, 60-20; round head 
brass, 5714-20; round head blued, 75-20. 

Sand Paper.—Local sales of sand paper are hard hit 
by the building tie-up, but the general sales are said 
to be very satisfactory. Local jobbers have good stocks 
and report deliveries as very good. 

We quote from jobbers’ stocks, f.o.b. Chicago, as follows: 
No. 1 sand paper, best grade, $5.40 per ream; cheaper grade, 
$4.85 per ream. 

Solder.—Solder continues to sell in good volume, due 
to the large amount of repair work in progress. Recent 
declines have been taken by the jobbers, and the market 
seems more stable than for some weeks past. 

We quote from jobbers’ stocks, f.o.b. Chicago: War- 
ranted 50-50 solder, case lots, 38c. per lb.; No. 1 plumbers’ 
solder, 32e. per Ib. 

Steel Sheets.—The stee] sheet market is exceptionally 
strong, as the demand is far in excess of the amount 
available for immediate shipment. Of the 24 members 
of the National Association of Sheet and Tin Plate 
Manufacturers, 11 are out of the market for the balance 
of the vear, and it is reported that the leading interest 
is in the same position. Buyers are trying to induce 
the mills to book business for delivery in the first quar- 
ter of 1920, but the makers do not seem to care for 
such business at this time. Prices are very firm. 

We quote from jobbers’ stocks, f.o.b. Chicago: No. 28 
‘black sheets, $5.62 per 100 Ib.; No. 28 galvanized, $6.97 
‘per 100 Ib. 


Sash Weights——The market on sash weights is 
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strong, with shortages becoming more apparent daily. 
The recent advance of $2 per ton has had no effect on 
buying, the orders coming in as freely as ever. Local 
jobbers have light stocks, and report difficulty in get- 
ting shipments. 

We quote from jobbers’ stocks, f.o.b. Chicago: Sash 
weights, in ton lots, $54 per ton; in less than ton lots, $56 
per ton. 

Stove Pipe.—It is daily growing more apparent that 
the available supply of stove pipe and elbows is insuf- 
ficient to meet the demand. Adjustable elbows are 
particularly scarce. Many dealers were reluctant to 
place their orders early in the season, and this pre- 
vented the stove pipe manufacturers from investing in 
steel and making up the pipe at that time. As a 
result, practically all the makers of pipe and elbows 
are far behind with their orders. There have been 
recent advances, and there may be others. 

We quote from jobbers’ stocks, f.o.b. Chicago: Stove 
pipe, 30-gage, 6-in., $14.50 per 100; 28-gage, 6-in., $17.25 
per 100; elbows, heavy corrugated, 6-in., $1.85 per doz.; 
medium, 6-in., $1.60 per doz.; common adjustable, $1.75 
per doz. 

Tacks.—Package tacks are selling in good volume 
locally, and there is said to be a fair demand for the 
bulk variety in the outlying districts. The market is 
very firm, although no price changes have appeared for 
some time. 

We quote from jobbers’ stocks, f.o.b. Chicago: Uphol- 
sterers’ tacks, 6-0z., 25-lb. boxes, 15%c. per lb.; bill posters’ 
tacks, 6-0Z., 25-lb. boxes, 1l5c. per Ib. 

Wheelbarrows.—The large amount of road and repair 
work in progress is causing a heavy demand for wheel- 
barrows in this section, and local jobbers say that 
deliveries from the factories are slow. There has been 
an advance in various types of push carts amounting 
to approximately 10 per cent, pod this may be reflected 
soon in wheelbarrow prices. At any rate it can be 
safely said that all wheelbarrow prices are very firm, 
with a tendency upward. 

We quote from jobbers’ stocks, f.o.b. Chicago: No. 4 
tubular barrows, all steel, $7 each; common tray or stave 
barrows, $2.50 each; angle leg garden barrows, $4 each. 

Wire Products.—The manufacturers of all types of 
wire products are far behind with their orders and 
are not liable to catch up for a long time to come. The 
conditions in the local market reflect very few changes. 
The leading interest refuses to advance its prices to 
the level made by some of the independent makers of 
barb wire and similar lines, and the jobbers generally 
are quoting in accord with the prices of the leading 
interest. Retail sales of barb wire and poultry netting 
are growing rapidly, as the farmers are beginning 
to turn their attention to fencing work. All wire prices 
are exceedingly firm. 

We quote from jobbers’ stocks, f.o.b. Chicago: Painted 
barbed wire, $4.05 per 100 lb.; galvanized barbed wire, $1.75 
per 100 lb.; No. 9 plain wire, $3.65 per 100 lb.; No. 9 gal- 


vanized wire, $4,35 per 100 lb.; staples, plain polished, $4.05 
per keg. 


We quote from jobbers’ stocks, f.o.b. Chicago: Poultry 
netting, galvanized before weaving, 50 per cent discount; 
galvanized after weaving, 45 per cent discount. 

Game Traps.—Jobbers report considerable activity in 
the market for game traps, with orders coming in 
freely for more than the average shipments. Reports 
from the trapping districts indicate a better supply 
of fur-bearing animals this year than for several years 
past, due probably to the fact that many trappers 
were called to the colors, or engaged in other war 
industries during the past two years. The fur demand 
is very heavy, and prices are high enough to induce 
many to engage in trapping this season. There will 
probably be shortages when the season gets under way, 
and dealers who have not yet placed their orders should 
do so at once. 


We quote to retailers, f.o.b. Chicago, game traps as 
follows: 





Per Doz. 

Vietor— With Without Newhouse— 
Size Chains Chains Size 
No. 0 1.40 $1.07 No. 6 

No. 1. 1.65 1.23 No 

No. 1} 2.48 1.98 No. 81 

No. 2. 3.46 2.96 No. 91 

No. 3. 4.89 4.19 No 

No. 4. 5.87 5.16 No. 81 

No. 91 2.32 1.89 No. 91 

No. 91 3.29 2.81 No 
Oneida Jump— No. 2% 

> Ondesaes 91 1.46 No. 21% 

a Ee 1.69 No. 

2 | ae 3.36 2.69 No. 3% 

errr 9 4.23 No 

Be Bicscecs 6.58 5.63 No. 4% 

a ae 15 6.80 No 

poe 2.81 2.23 No 

No. 91%..... 3.99 3.28 
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TWIN CITIES 


Minneapolis and St. Paul, Sept. 20, 1919. 


ie seems to be no one in this locality who is 
complaining about the amount of business being 
done. The main complaints are their inability to cover 
all the work in sight in the time that is available, and 
the slow delivery of goods from the factories. The 
amount of building and repairing, including painting, 
is certainly gratifying. Yet with all that has been 
done along these lines the shortage of housing for the 
winter seems to have grown more instead of less. 

Repairs and redecorating are being pushed rapidly, 
and fall and winter supplies are beginning to receive 
attention. 

Crops are showing up about as predicted throughout 
this district. The only part of the district that has not 
harvested a crop is Western North Dakota and parts 
of Montana. This is the third year their crops have 
been more or less a failure, due to drought. One man 
from Montana said_things in his locality simply burned 
up, either by the intense heat of the sun or by actual 
fire. 

There have been few changes of price the past week, 
and sales are showing some increase over the August 
rate. Stocks are being arranged as rapidly as possible 
for fall business and dealers are getting into place 
goods of general use for this part of the year. The 
marking up of goods to meet present costs takes every 
moment that can be spared from other things. 

At a meeting of one of the local retail hardware 
associations the other night much attention was given 
the proposed legislation having to do with the marking 
in plain figures the cost on every piece of merchandise, 
as well as the selling price. Such a bill is even now in 
the. hands of committee (House File No. 21) in the 
Minnesota legislature, and is also being considered and 
introduced in natioinal legislation. A few moments’ 
sober thought as to just what this would mean to any- 
one in the retail game should send every reader of this 
report to his desk to enter a protest to his congressman 
and representatives, both in the state and national 
capitol. Imagine the endless task of marking every 
piece of goods you receive with the actual cost in plain 
figures. Then your troubles have just started, for end- 
less explanations would have to be made about the 
amount of profit you are asking on each item, to even 
cover the cost of handling. It seems preposterous that 
such a measure would even be considered by mature 
men, much less made into the form of a law. Write 
your legislative representatives and kill it—Quick! 


Axes.—Sales are showing some increase over the 
past few weeks. Prices are still as last quoted. 

We quote from local jobbers’ stocks: Single bit, base 
weights, at $14.50 per doz.; double bit, base weights, at 
$19 per doz.; Sager handled, single bit, at $18.50 per doz.; 
handled Hiawatha, boys’, at $12 per doz. 

Automobile Accessories.—The call for this class of 
goods still continues to be very good. Fall tours, the 
hunting season, late fishing all contribute to the use 
of automobiles for long trips, and accessories are in 
demand. Colder weather accessories are now being 
shown. such as auto robes, grip warmers and goods 
of similar nature. It is too early for radiator and hood 
covers, but these stocks will soon be in place also. 


Ash Sifters.—The call for this class of goods is not 
heavy as yet, but dealers are beginning to arrange 
their stock for the coming trade. 

We quote from local jobbing stocks: Wood square ash 
sifters, $3 per doz.; Metallic round, $4.50 per doz.; Wood 
barrel, $11 per doz. 

Builders’ Hardware.—The call for this class of ma- 
terial still continues to be extremely good. The diffi- 
culties from now on will, undoubtedly, be to obtain 
sufficient stock to meet the demand. Building is pro- 
gressing as rapidly as the help available is able to 
make it. 

Bale Ties.—Bale ties for baling purposes are selling 
freely in the rural districts. Fair quantities are being 
sold also for use in baling waste paper. 

We quote from local jobbers’ stocks: Bale ties, single 
loop, 70 per cent discount from list. 

Bolts.—The call for bolts is steady and consistent, 
with no change in price. Retail trade is taking a fair 
quantitv of this material and shops and factories are 
using them freely also. 

We quote from local jobbers’ stocks: Small carriage 
bolts at 40-10 per cent. large carriage bolts at 30-5 per cent, 
small machine bolts at 50 per cent. large machine bolts at 
30-10 per cent; lag screws at 50 per cent: stove bolts at 70 
per cent, and tire bolts at 50-10 per cent discount from 
standard lists. 


Brads.—The call for brads still continues to be very 
good, with a shortage of the lighter, finer sizes stiil 
apparent. 

We quote from local jobbers’ stocks: 
boxes at 70-10 per cent from standard lists. 

Churns.—Churns are selling fairly well, but no im- 
provement being shown in the call as fall approaches. 

We quote from local jobbers’ stocks: Barrel churns at. 
50 per cent from list; Dash churns No. 0 at $1.55 each, net; 
No. 1 at $1.80 each, net; No. 2 at,$2.30 each, net. 

Clocks.—It is extremely difficult still to obtain alarm 
clocks for selling stocks. Manufacturers are far behind 
on their orders, with no prospects of catching up in the 
next few months. 

We quote from local jobbers’ stocks: American 1-day 
alarm clocks at 89c. each. Lookout 1-day alarm at $1.15 
each; Sleepmeter 1-day alarm at $1.22 each, Automatic 8-day 
alarm at $4.05 each; Automatic luminous dial 8-day alarm 
at $4.85 each. 

Coal Hods.—The demand for coal hods is beginning 
to be felt slightly in the retail trade. Dealers have 
ordered their usual stocks and are getting them in. 
A shortage of this line of material is predicted also. 
Prices show some advance over last quotation. 

We quote from local jobbers’ stocks: Japanned open coal 
hods 17 in., $4.90 per doz.; 18 in., $5.45 per doz.; Japanned 
funnel, 17-in., $6.15 per doz.; 18 in., $6.55 per doz.; Gal- 
vanized open 17 in., $7.50 per doz.; 18 in., $8.20 per doz.; 
Galvanized funnel, 17 in., $9.25 per doz.; 18 in., $10 per doz. 

Drills.—The call for drills still continues to be ex- 
tremely good, both in a retail way and from ships and 
factories. Prices show no change. 

We quote from local jobbers’ stocks: Straight shank car- 
bon drills at 40-10 per cent, bit stock at 50-10-5 per cent, 
and ratchet shank drills at 5 per cent from standard lists. 

Eaves Trough, Conductor Pipe and Elbows.—The 
demand for this class of material still continues, with 
stocks in fairly good condition. Prices show no change. 

28-gage lap joint single head, 5-in. eaves-trough, $5.40 
per 100 ft.; 28-gage, 3-in. conductor pipe, $5.25 per 100 ft.; 
3-in conductor elbows at $1.29 per doz. Another quotation 
in discounts is as follows: Conductor pipe, not nested, 
crate lots, 70-10 per cent; elbows, 70-10 per cent from 
standard lists. 

Files.—The call for files is very good as yet, with no 
change in price. The demand for saw files and goods 
used in this class of work is extremely good compared 
to the same demand a year ago. Shops and factories 
are taking large quantities of these in the kinds that 
they use. 

We quote from local jobbers’ stocks: Nicholson brand 
files at 50-10 per cent; Arcade brand at 60 per cent; Royal 
brand at 60-10 per cent, and Riverside brand at 50-10-10 
per cent from standard lists. 

Freezers.—The demand for freezers begins to show 
considerable letting down as the cooler weather ap- 
proaches. Prices show no change. 

We quote from local jobbers’ stocks: 1-quart White Moun- 
tain freezers at $2.43 each; 2-quart, $3.03 each; 3-quart, 
$3.60 each; 4-quart, $4.23 each; 6-quart, $5.37 each; 8-quart, 
$6.93 each; 10-quart, $8.85 each; 12-quart, $11.25 each. 

Galvanized Ware.—The call for galvanized ware is 
keeping up en. well; tubs and pails, especially, 
are selling freely. Prices seem to be holding steady 
and strong, as last quoted. 


We quote from local jobbers’ stocks: Standard No. 1 
galvanized tubs at $9.60 per doz.; No. 2 galvanized tubs, 
at $10.80 per doz.; No. 3 galvanized tubs at $12.60 per 
doz.; heavy, No. 1 galvanized tubs at $19.50 per doz.; No. 2 
galvanized tubs, at $21 per doz.; No. 3 galvanized tubs at 
$22.50 per doz.; galvanized standard 10-qt. pails, at $3.35 
per doz.; 12-qt. pails, at $3.70 per doz.; 14-qt. pails, at 
$4.50 per doz.; 16-qt. pails, at $6.30 per doz.; 18-qt. pails, 
at $7.35 per doz. 

Glass Putty and Glazier Points.—The demand for this 
class of material is on the increase as fall approaches. 
Storm sash work and repair work is taking fair quan- 
tities of both of the items. Prices show no change. 

We quote from local jobbers’ stocks: Single strength A 
grade glass, all sizes, 76 per cent; double strength A grade 
glass, all sizes, 78 per cent from standard list. Commercial 
bladder putty in barrels, $5.75 per cwt. Commercial putty 
in 25-lb. steel drums, $6.25 per cwt.; in 50-lb. steel drums, 
$6.10 per cwt.; in 100-lb. steel drums, $6 per cwt. Strictly 
pure bladder putty in barrels, $6.70 per cwt. Strictly pure 
bladder putty in 25-lb. steel drums, $7; in 50-lb. steel 
drums, $6.85; in 100-lb. steel drums, $6.75 per cwt. 

Heaters.—Oil heaters are beginning to sell in a retail 
way, and nearly all dealers have their initial stocks 
ready for this demand. 

We quote from local jobbers’ stocks: No. 15 oil heater, 
$3.95 each; No. 016 oil heater, $4.50 each; No. 019 oil heater, 
$5.95 each. On perfection heaters the discount still remains 
30 per cent in lots of less than ten, and 30 and 5. per 
cent in lots of more than ten. 

Lanterns.—Sales are beginning to increase along this 
line as the daylight hours grow shorter. Prices show 


no change. 
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We quote from local jobbers’ stocks: Dietz D-Lite, short 
globe, $12.65 per doz.; Dietz Wizard, short globe, $11.35 
per aoz.; Dietz Little Wizard, short globe, $9./5 per doz.; 
Dietz Victor, $7.50 per doz.; Dietz No. 2 Blizzard, $11.35 
per doz.; Dietz Buckeye Dash, $10.15 per doz.; Dietz Junior 
wagon lamp, $14.75 per doz. 

Metal Lath.—The call still remains good on metal 
lath, with apparently no decrease in the amount de- 
manded. Building is keeping up the demand for this 
class of goods. 

We quote from local jobbers’ stocks: Expanded Diamond 
Mesh No. 27 painted metal lath, $26.70 per 100 sq. yd.; 
26 gage, $28.10; 24 gage, $31. Toncan metal lath, painted, 
26 gage, $33.10 per 100 sq. yd.; 24 gage, $36.60 per 100 sq. yd. 

Mops.—There is no change in the price of mops, and 
sales are at about the same level as they have been 
for several weeks. Price increases may be expected at 
almost any time. 

We quote from local jobbers’ stocks: Priscilla 12-lb. mops 
at $5.40 per doz.; common 12-lb. mops at $3.60 per doz. 

Nails.—The call for nails is exceptionally good, and 
mill shipments are coming through freely at the present 
time. Prices show no change. 

We quote from local jobbers’ stocks: Standard wire nails 
at $4.45 per keg base; coated wire nails at $3.75 per keg 
base. 

Paper.—Building paper is meeting with ready sale. 
In fact, jobbers are finding themselves extremely busy 
along this line. 

We quote from local jobbers’ stocks: Barrett’s No. 2 tarred 
felt, $3.38 per cwt.; threaded felt in 500-ft. rolls, at $1.63 
per roll; threaded felt in 250-ft. rolls, at 84c. per roll; 
Slater’s felt, $1.10 per roll; Red Rosin building paper, at 
$3.25 per cwt. in 25 to 45 lb. rolls; Deadening felt, at $5.50 
per cwt.; Blue plaster board No. 2, 500-ft. rolls, at $2.35 
per roll; “Duplex plaster board, 500-ft. rolls, at $4. 75 per roll. 

Registers.—Although manufacturers have announced 
an advance in price on registers, the local jobbing ‘quo- 
tation still is as it has been for the last few months. 
The call is fairly good on this class of material. 

We quote from local jobbers’ stocks: Registers at 40 
per cent discount from list. 

Rope.—Stocks of rope seem to be in good condition, 
with no change in price. The demand at present is 
very good, the contractors’ trade taking fair quantities 
of this material. 

We quote from local jobbers’ stocks: First grade Ma- 
nila rope, at 26c. per Ib. base; first grade Special rope, at 
20c. per Ib. base; Standard cotton rope, at 60c. per Ib. 
base; Swedish Iron rope, at list, less 5 per cent; Crucible 
Steel rope, at.list, less 22% per cent. 

Rivets.—The demand for rivets is holding up ex- 
tremely well. Brake band rivets for automobile are 
meeting with ready sale at this season of the year. 
Stocks are apparently in good condition. 

We quote from local jobbers’ stocks: Copper rivets at 
list, less 10 per cent; tinners’ rivets at 50 and 10 per cent; 
tinned rivets at 50 and 10 per cent. 

Sash Cord.—There is a steady strengthening in the 
sash cord market in regards to price. Stocks are low 
and new stocks from the mill are very slow in being 
shipped. 

We quote from local jobbers’ stocks: Solid cotton sash 
cord at $1.05 per lb.; cheaper grade at 75c. per Ib. base. 

Sash Weights. —The sash weight situation has not 
changed in any way. Moulders are still out on strike, 
and the majority of sash weights used are being 
shipped in from outside sources. 

We quote from local jobbers’ stocks: Cast iron sash 
weights in regular sizes at $2.75 per cwt. 

Steel Sheets.—Sales are continuing to be extremely 
good, with stocks in good condition. There is no 
change in price. 

We quote from local jobbers’ stocks: Galvanized sheets 
at $7.19 per cwt. base; black sheets at $5.84 per cwt. base. 

Snow Shovels.—Stocks of snow shovels are being 
contracted for by dealers. In some cases their initial 
stocks are already in their possession. 


We quote from local jobbers’ stocks: 
snow shovels (wood), at $4.75 per doz; 
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snow shovels steel blade, at $6.84 per doz.; 
blades, “‘D’’ handle, $12 per doz. 

Solder.—The price of solder shows some decline, 
which is rather an unusual movement in the market of 
— commodity at this time. The call is fairly good so 
ar. 

We quote from local jobbers’ stocks: 
solder at 39c. per Ib. 

Staples—The demand for staples still continues to 
be good, with a steady call from contractors for poultry 
netting staples for metal lath. 

We quote from local jobbers’ stocks: Polished fence 
staples at $4.40 per keg; galvanized fence staples at $5.10 
per keg; galvanized poultry netting staples at $6 per keg. 
_ Stove Boards.—Stove boards are being put into stock 
in preparation for fall trade. Prices are as follows: 

We quote from local jobbers’ stocks: Crystalized 20 x 
28 wood lined stove boards, $16.40 per doz.; Crystalized 
30 x 30 wood lined stove boards,’$18.45 per doz.; Crystalized 
36 x 36 wood lined stove boards, $20.50 per doz. 

Stove Pipe and Elbows.—Dealers are obtaining their 
additional stock of this class of material and are get- 
ting them in shape for the coming demand. 

We quote from local jobbers’ stocks: Blued 28 gauge 
6-in. knocked down stove pipe at 17c. per length; Common 
corrugated 6-in. elbows, at $1.80 per doz.; Adjustable char- 
coal iron, 6-in. elbows, at $2.20 per doz; Damper’s cast 
iron wood handles, 6-in. standards, $1.27 per doz.; Dam- 
per’s coil handle, $1.25 per doz. 

Tacks.—The demand for tacks still continues to be 
very good, with no change in price. 

We quote from local jobbers’ stocks: 
tacks at 7lc. per lb.; tinned No. 8 at 73c. per Ib.; blued 
upholsterers’ at 70c. per lb.; double point No. 11 at 38c. 
per lb.; copper tacks at 50c. per lb. base. 

_ Tin Plate——Stocks are in good condition, and the call 
is steady and strong for this class of material. 

We quote from local jobbers’ stocks: I.C. 20 x 28 old 
style at $30 per box; I.C. 20 x 28, 8-lb., coated, at $17.25 
per box; charcoal bright ideal I.C., 20 x 28, at $21 per box; 
charcoal Superba, I.C., 20 x 28, at $23 per box; furnace 
coke, I.C.L., 20 x 28, $17. 65 per box; roofing tin, I.C., 20 x 28, 
$17.30 per box. 

Traps.—Retail sales are beginning to increase along 
this line as fall approaches. It is early still for this 
class of goods, but trappers are beginning to get their 
outfits into shape for early use. 

We quote from local jobbers’ stocks: No. 0 Victor trap 
at $1.40 per doz.; No. 1 at $1.65 per doz.; No. 1% at $2.38 
per doz.; No. 2 at $3.46 per doz.; No. 0 Newhouse at $3.28 
per doz.; No. 1 at $3.85 per doz.; No. 1% at $5.78 per doz. 

_Wheelbarrows.—Wheelbarrows cuntinue to’ sell well, 
with stocks apparently in fair condition. 

We quote from local jobbers’ stocks: Fully bolted wooden 
tray wheelbarrows at $33 to $35.50 per doz.; nailed tray 
wheelbarrows at $32.50 per doz.; Ideal wheelbarrows at 
$36.50 per doz.; tubular steel wheelbarrows at $7.95 each; 
wood garden wheelbarrows at $5.40 

_ Weather Strip—The call for weather strip is be- 
ginning to he felt even this early in the season. Dealers 
have their stocks ready for this close of trade, at least, 
for the early call. 


We quote from local jobbers’ a Wood and felt 
5g-in. weather strip, at $1.65 per 100 ft.; wood and felt %-in. 
weather strip, at $1.65 per 100 ft.; wood and felt 1-in. weather 
strip, at $2.30 per 100 ft. 

Wire and Wire Goods.—The call still remains good on 
this class of material, especially smooth wire for con- 
crete forms. There is no change in price. 

We quote from local jobbers’ stocks: Bright wire goods 
at 80 per cent; brass wire goods at 80 per cent from 
standard list; black annealed wire at $4 per cwt. base; gal- 
vanized annealed wire at $4.70 per cwt. base; painted cattle 
wire, 80 rod spool, $3.57 per spool; galvanized cattle wire, 
80 rod spool, $4.12 per spool; painted hog wire, 80 rod 
spool, $3.83 per spool; galvanized hog wire, 80 rod spool, 
$4.40 per spool. 


Wire Cloth.—There is still some demand for wire 
cloth, although sales are considerably less than in past 


months. There is no change in price. 
Black painted wire cloth at $2.50 per 100 sq. ft. base; 
galvanized 12 mesh wire cloth at $2.55 per 100 sq. ft. base. 
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BOSTON 


Office of HARDWARE AGE, 
3oston, Sept. 20, 1919. 

OSTON is recovering from the disorders of the 

first few days of the police strike. The 1400 odd 
policemen who struck are looking for jobs. According 
to the best of opinion in labor circles, there will be no 
general strike, for public sentiment in general has 
turned quite bitter toward labor organizations and 
strikes. To strike just now means the possibility of 
sharing the same fate as those 1400 policemen. Soldiers 
still remain on guard in the streets and will remain 
there until the 1400 new policemen are able to handle 
the situation. There are no disorders and no more 
killing of people. 


Demolished display windows are slowly being re- 
placed with new lights. More and more goods offered 
for sale are making their appearance in these windows 
during daytime. The merchant and the hardware and 
cutlery houses continue to remove goods from windows 
at night, however. Were it not for the fact that the 
soldiers will not allow you to stand in the street or on 
sidewalks, you would hardly suspect that Boston had 
an interruption in its business life. The hardware job- 
bing houses, who shifted shipping forces from the day 
to the night side, are back on normal schedule... and 
breaking their necks trying to keep up with orders. 

The jobbing shelf hardware trade here, unless all 
signs fail, will do a larger business in 1919 than in 
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any previous year. The heavy hardware houses prob- 
ably will be less fortunate, but just now they are 
enjoying a better business than they have before this 
year. With them, 1919, like March, came in like a 
lamb, and is going out like a lion. The past week was 
unusually free from price changes. A very large num- 
ber of the manufacturers are reported as far behind- 
hand on deliveries to jobbers and indications are they 
will have hard work to catch up before snow flies, if 
then. The New England railroads are inclined to take 
a gloomy outlook of the transportation situation. The 
New Haven road, for instance, has about 50,000 freight 
cars in operation, or fully 7000 less than it needs. 
It claims that consignees are slow in unloading cars, 
and that congestion is growing instead of decreasing. 
A snow storm of any proportions would, it is feared, 
tie up the system. An urgent request is being made 
to hardware and other interests to co-operate with the 
roads in an effort to avoid congestion at terminals. 


Axes.—No change in local prices on axes is reported, 
but the market is extremely strong and the best of 
opinion is that there will be a general revision in quo- 
tations at an early date. The demand for axes is about 
normal for this season of the year, and stocks here 
are not especially large. 


We quote from jobbers’ stocks Single bit axes, $15 to $17 
a doz.; double bit axes, $19 to $21 a doz. 


Bolts and Nuts.—Business in bolts and nuts has gone 
along in a very satisfactory manner since last reports, 
quite a number of censignments having been made, 
which in view of sales in July and August look big. 
Because of the improved trade, and the fact that local 
stocks are not burdensome and goods from the mills 
are not coming forward any faster, prices as quoted 
by the trade here are very strong. 

Machine bolts, C. T. & D. nuts, 4x % and smaller, 30 per 
cent discount; 4% x % and larger, 20 per cent discount; 
with H. P. nuts, 4 x % and smaller, 35 per cent discount; 
4% x % and larger, 25 per cent discount; common carriage 
bolts, 6 x % and smaller, 30 per cent discount; 64% x % and 
larger, 20 per cent discount; tap bolts, list; Eagle carriage 
bolts, net prices; stove bolts, large quantities, 70 per cent 
discount; in smaller quantities, 50 to 60 per cent discount; 
bolt ends, 20 per cent discount; tire bolts, 50 per cent dis- 
count; semi-finished nuts, 9/16 and smaller, 65 per cent 
discount; 5g and larger, 50 and 10 per cent discount; finishe 
case hardened nuts, 50 and 10 per cent discount; H. P. 
square blank in full keg, list; tapped, list; hexagon, blank, 
list; tapped, list; C. P. C. & T. square blank, list; tapped, 
list; hexagon blank, list; tapped, list. 

Chain.—As noted a week ago, there is something 
doing in heavy chain all the time. To be sure, business 
is far from brisk, but it is so much better than it was 
two or three months ago that local interests are quite 
satisfied. There is not a great deal of stock obtainable 
and prices are reported as firm. 

We quote from jobbers’ stocks: Proof coil self-colored 
chain in cask lots, 3/16 in., $14.25 per 100 Ib.; % in., $11.40; 
5/16 in., $10.80; % in., $9.60; 7/16 in.,.$9.35; % in., $9.15; 
9/16 in., $9.15; % in., $8.90; % in., $8.65; % in., $8.15; 1 in., 
$8. BB, twist link and long link chain take the same ex- 
tras. i 

Cooking Ware (Glass).—Orders for glass cooking 
ware are being received in volume. To date the jobbing 
houses say they have been able to handle business satis- 
factorily. They admit, however, that manufacturers 
are beginning to get so overcrowded with orders that 
shipments to Boston are slowing up. It is understood 
the manufacturers will not accept any more orders for 
this month’s delivery, that they are sold ahead about 
75 per cent for October and 50 per cent for November. 
If this report is true it looks as though there possibly 
might be a pinch a little later in the year. 

We quote from jobbers’ stocks: Casseroles, round, 1-qt., 
$18 per dozen; 1%4-qt., $21 per dozen; 2-qt, $24 per dozen. 
Baking dishes, uncovered, 1-qt., $10.20 per dozen; 114-qt., $12 
per dozen; 2-qt., $14.40 per dozen. Pie plates, $9 to $12 r 
dozen. Cake dishes, $9 per dozen. Bread pans, $10.80 to $21 
per dozen. Small baking dishes, $1.80 to $3.60 per dozen. 
Jobbers’ terms are 30 per cent off list. 

Drills—Nothing especially interesting in the drill 
line has transpired during the past week. Business, 
according to both retail and jobbing interests, is good, 
it is necessary to do reordering from time to time, and 
prices hold strong. 

We quote from jobbers’ stocks: Carbon drills, sizes up to 
1% in. straight shank, 50 per cent discount. Bit stock drills, 
50 and 10 per cent discount; blacksmith drills, 50 per cent 
discount; ratchet, 15 per cent discount: wood-boring brace 
drills. 50 and 10 per cent discount; drills and countersinks 
combined, list. High speed drills, prices on application. 


Files and Rasps.—The demand for files continues 
very good. Jobbers, in some instances, say they have 
been able to make some excellent shipments, especially 
of small sizes. to retail dealers this week, and for that 
reason the situation does not appear as acute as it 
was a week or so ago. Business in rasps seems to run 
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in streaks. That is, it is good one day and quiet the 
next. 


We quote from jobbers’ stocks: Files—Nicholson and 
Black Diamond, 40 and 10 and 10 per cent discount; Great 
Western, Arcade, Kearney & Foote, etc., and American ma- 
chine cut, 50 and 10 and 5 per cent discount; Chelsea hand- 
cut, list; (F X Swiss pattern), list. 

Rasps.—Heller, Chelsea and Nicholson, 12-in., $4.70 to 
$5.50; 13-in., $5.50 to $6.50; 14-in., $6.50 to $7.50. 


Galvanized Bars.—Although the call for galvanized 
bars has been limited during the past week, enough 
business has been put through during the past month 
or so to pull local supplies down considerably. It 
should not be misconstrued, however, that there is any 
scarcity of stock. 

We quote from jobbers’ stocks: Flat galvanized bars in 
stock, 1 x % in., ft. long, $7.70 per 100 Ib.; 1 x 3/16 in., 
12 ft. long, $6.90; 1 x % in., 16 ft. long, $6.90; 1% x % in., 
16 ft. long, $6.90. 

Round galvanized bars in stock, % in., 18 ft. long, $6.90 
Ber? lb.; % in., 18 ft. long, $6.80; % in, 18 ft. long, 


Galvanized Ware.—A further increase in the move- 
ment of galvanized ware out of local stores is recorded. 
Virtually everything in this line is moving, with ash 
barrels and coal hods possibly the favorties. Prices 
hold strong, especially on pails. 

We quote from jobbers’ stocks: Pails —Common galvan- 
ized pails, light finished, 8-qt., $3.35 per doz.; 10-qt., $3.79; 
12-qt., $4.15; 14-qt., $4.66. Common pails, heavy finished (50 
Ibs. to the dozen), 14-qt., $7.84 per doz.; lighter weights, 
14-qt., $6.08. 

Coal Hods.—Medium grade (wood handles), japanned, 
size 16, $4.09 per doz.; size 16, $4.39; size 17, $4.88. Gal- 
vanized, size 15, $6.26 per doz.; size 16, $6.94; size 17, $7.50; 
size 18, $8.18. 
os ee No. 20C, $17.55 per doz; No. 300, 

58. 

Sifters—Common round rim, No. 19, $3.50 per doz.; Fa- 
vorite, without cover, $6.50 per doz. Rapid (all wire), with- 
out cover, $8 per doz. Double safety, No. 2, with cover, $20 
per doz. Rotary, $37 to $39 per doz. 


Glass.—Interest in the glass market has shifted from 
window to plate, although the demand for the former 
holds up strongly and prices are firmly maintained. 
So many plates were smashed by boys and young men 
during the recent disorders attentding the strike of the 
police that houses handling this stock are fairly 
swamped with orders. The fact that there is not 
enough to go around does not help matters. 


We quote from jobbers’ stocks: Single A and B, first 
three, 78 per cent discount; above first three brackets, 78 per 
cent discount from the list; double A and B, 80 per cent dis- 
count; A and B quality by the light, 82 per cent discount; 
single lights, 82 per cent discount. 

Leaded Glass.—Colored art glass, $1.50 per sq. ft. and 
higher; double thick A, $1.25 per sq. ft. With hard metal 
50c. per 7 ft. extra. Copper finished, 25c. per sq. ft. extra, 
All glass figured in square inches. 

Vitro-Marble.—Glass \% in. thick, 45c. per sq. ft.; 5/16 in., 
53c.; 7/16 in., 60c.; % in., 80c. 

Skylight Glass.—Rough or rolled, % in. thick, 16c. per 
sq. fe? 3/16 in. thick, 20c. per sq. ft.; %& im. thick, 25c. per 
sq. 


_ Hack Saws.—Generally speaking, hack saws are mov- 
ing in steadier fashion. The average house is getting 
orders practically every day in sufficient volume to 
keep interest keenly alive to future business possibili- 
ties. No change in prices is noted. 

We quote from jobbers’ stocks: Hack saws, one gross or 
more, 15 per cent discount. 

Horseshoes.—The horseshoe supply situation has not 
been improved since last reports, but inasmuch as there 
is no great urgent call for stock, things are moving 
along fairly smoothly. 

We quote from jobbers’ stocks: Standard makes in 100-lb. 
kegs, to blacksmiths and consumers in Maine, New Hamp- 
shire, Vermont, Massachusetts and Rhode Island ints, 
$7.50 per keg base. Base prices are for No. 2 or larger. 
To Connecticut blacksmiths and consumers the base price is 
—— per 100-lb. keg. No freight is allowed on store ship- 
ments. 

Fancy Shoes.—Side weights, $12 per keg; track side 
weights, $12.25; toe weights, $10.75; steel shoes, $9.25; toe 
creased, $7.75; side wear, $9.75; calked, $9.25; extra light 
calked, $10.25; iron countersunk, $8.25; steel countersunk, 
$10; tips, $9.25; light driving, $9.25; featherweights, $9.25; 
mule, $8; all assorted shoes, 50c. per keg extra. 

Toe Calks.—Dull, $2 per box; sharp, $2.25; blunt heel, 
$2.25; sharp heel, $2.50. Broken boxes call for an extra 
charge per Ib 

Iron.—The movement of iron apparently is growing 
more and more liberal all the time. It is difficult to 
find a house that will say business is normal, but all 
of them admit they are quite encouraged. 

We quote from jobbers’ stocks: Best iron, flats, rounds 
and squares, $5.50 base per 100 lb.; H. & P. ovais, half ovals 
and bevels, $6.50; H. & P. half rounds, $5.50; refined iron, 
$3.40; Norway iron, $20. Broken bundles, add \c. lb. 


Nails.—Local prices on galvanized nails have been 
advanced to $9.05 base f.o.b. Boston. Otherwise nail 
quotations remain unchanged. Two or three consign- 
ments /of wire nails, mostly 8s, 9s and 10s, have been 
received this week by the jobbers and immediately 





UMI 





UMI 


September 25, 1919 


applied to back orders. As a result the market keeps 
well cleaned up. Retailers, in trying to place orders 
for stock, find that jobbers will not guarantee deliv- 
eries because they, in turn, are not getting nearly 
enough of any size from the mills. The cut nail situa- 
tion, while not as acute as the wire, is not especially 
good, most everybody claiming they could sell many 
more if they had them. Apparently there are enough 
horseshoe nails to satisfy wants. 


We quote from jobbers’ stocks: Wire nails, $4.50 to $4.75 
per keg base. Cut nails, $5.35 base. Galvanized nails, $9.05 
base per keg. Cement coated nails, standard boxes. 

Horseshoes.—New Standard 5s, $6.75; 6s, $6; 7s, $5.75; Ss, 
$5.50; 9, 10 and 11s, $5.35. Reliance and Brighton 5s, $6; 6s, 
$5.50; 7s, $5.25; 8s, $5.00; 9s, 10s and 11s, $4.90. Crown 5s, 
$5.75: 6s, $5; 7s, $4.50; 8s, $4.25; 9s, 10s and lls, $4. 
Leader, 5s, $5.25; 6s, $4.50; 7s, $4.05; 8s, $3.85; 9s, 10s and 
11s, $3.65. Add 1c. per lb. for less than 25 Ibs. of a size. 


Toys.—Prices on various kinds and makes of toys 
have been advanced several times during the past 
month or so. This fact apparently has had little influ- 
ence on the demand for playthings, and it is an assured 
fact that more American toys will be sold this winter 
by the New England retail hardware trade than ever 
before. Some of the largest manufacturers are refus- 
ing to take further orders. For instance, the Wolver- 
ine Novelty & Supply people are reported as entirely 
sold out for 1919, and the Gilbert house is in the same 
boat. The New Toy, manufactured by Gilbert, is hav- 
ing an excellent sale just now, according to jobbing in- 
terests. Tool boxes, which appeal to virtually every 
boy, all makes, are proving another big drawing card. 
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Vacuum Bottles.—Quite recently the Universal people 
advanced their price on vacuum bottles about 10 per 
cent, but there has been no change in Thermos quota- 
tions. The demand for bottles is going big, and some 
of the jobbers are having more or less difficulty in get- 
ting enough stock to fill orders. The real movement of 
stock has not started, however. 

We quote from jobbers’ stocks: Universal bottles, brown 


steel case, pints, $2.65 list; quarts, $4.25 list. Corrugated 
nickel, pints, $3.75 list; quarts, $5.50. Smooth nickel, pints, 
$4; quarts, $6. 

Thermos bottles, brown steel case, pints, $2.50 list; quarts, 
$4. Corrugated nickel, pints, $3.50; quarts, $5.25. Smooth 
nickel, pints, $3.75; quarts, $5.75. 


Washers.—Nothing startling has happened in the 
local market for washers since last reports. The de- 
mand for all sizes holds up remarkably well and as 
stocks are more or less broken, prices are strongly 
maintained. 


We quote from jobbers’ stocks: Malleable washers, 12c. 


per lb.; cast washers, % and smaller, 6c.; 1: pF, Se.; 

washers, in full kegs (200 Ib.) of a size, list ; aiieae eee 
sumers of less than keg lots of a size, add to list as fol- 
lows: 100 to 199 lb. of a size, le. per Ib.; 50 to 99 Ib. of a 
size, 2c. per !b.; 25 to 49 Ib. of a size, 3c. per Ib.: 10 to 24 Ib. 


of a size, 4c. per Ib.; 1 to 9 Ib. of a size, 5c. per Ib. 


; Wire Cloth.—There has been a slight variation made 
in local prices for wire cloth for 1920, but pertaining 
especially to factory shipments. Black wire cloth, for 
factory shipment, is now quoted at $2.25 per 100 square 
feet, f.o.b. Pittsburgh. From the store, the price is 
$2.40 per 100 square feet, f.o.b. Boston. 


PITTSBURGH 


Oftice of HARDWARE AGE. 
Pittsburgh, Sept. 20, 1919. 


"= general committee, composed of chairmen of 
the 24 organizations that are allied with the Amer- 
ican Federation of Labor, is in session in the Monon- 
gahela House, in this city, and the results of the con- 
ference of this committee are not yet known, but it 
is the general belief that the radical element, that is 
so strongly in favor of a general strike of the iron and 
steel workers, to start on Sept. 22, will have its way. 
John Fitzpatrick, who is the direct representative in the 
conference of Samuel Gompers, president of the Amer- 
ican Federation of Labor, is known to be personally 
strongly in favor of a general strike, and so is W. Z. 
Foster, secretary of the general committee. These two 
men seem determined to stake their all on a general 
strike to start on the date noted above, and it is not 
surprising that this is the case. As it is now, the iron 
and steel workers are not organized, except in some 
bar iron, sheet and tin-plate mills that sign the Amal- 
gamated scale, and these mills will not be affected in 
any way by the strike, but will continue at work. 
They were asked by Fitzpatrick and Foster, in case a 
general strike is declared, to go out on a sympathy 
strike, but they refused to do this, and officials of the 
Amalgamated Association say positively that their or- 
ganization will strictly observe its contracts, and will 
not allow its members to strike. 

It is the general belief that Samuel Gompers, per- 
sonally, is strongly opposed to a general strike of the 
iron and steel workers, knowing that if it is once 
started the men will be defeated, and this would 
imperil the very existence of the American Federation 
of Labor. and might cost Gompers his position as pres- 
ident of that organization. Local steel officials of con- 
cerns that will be involved in the strike do not seem 
to be greatly worried about its outcome. stating, that 
85 to 90 per cent of their intelligent skilled workmen 
will certainly refuse to go on strike, realizing that their 
employers have taken good care of them, and that they 
have no real grievances. The unrest caused by the 
prospective strike is holding back new business in iron 
and steel products to some extent, producers not being 
willing to take on more orders for fear of trouble in 
their plants. while on the other hand, consumers are 
holding back plenty of new business until the labor 
situation has cleared up. It will be the policy of the 
United States Steel Corporation, and of other large 
steel mill owners. that in the event of a general strike 
being called, and operation of any plant is seriously 
crippled, that plant will be shut down at once, and will 
remain idle until the men show a desire to return to 
work. Some of the heads of the independent steel com- 
panies are said to really prefer that a strike be called, 
for the reason that the matters at issue must be fought 
out with labor at some time, and it might as well be 
now as in the future. 

In the meantime the volume of business in the hard- 


ware trade is holding up remarkably well, consideri 
the drawbacks under which it is laboring. nine 
a scarcity in supply of many kinds of goods, owing 
largely to shortage in steel and labor, and on some 
lines jobbers’ and retailers’ stocks are very low, and 
will soon be out entirely, unless new supplies are 
quickly received. Factory shipments are very slow 
deliveries by the railroads are slower and jobbers and 
retailers are having their own troubles in trying to fill 
their orders. A feature of the market is a fact that 
many retailers who heretofore have never discounted 
bills, are now doing so, and seem to have plenty of 
money to carry as heavy stocks as the jobbers are able 
to sell them. General business conditions all over the 
country are sound, and once labor troubles are settled 
and out of the way it is the firm belief of practically 
all our large merchants and bankers that this country 
will have a period of prosperity such as we have never 
had before. 


Builders’ Hardware.—There are no concerns in Pitts- 
burgh manufacturing a general line of builders’ hard- 
ware, but from two large local jobbers it is learned 
that there is a shortage in nearly all lines of builders’ 
hardware, and prices are ruling very firm, and will 
likely be higher. Building operations in the Northwest 
are reported good, but in the Central West are only 
fair. Recent figures printed show that the cost of 
building ordinary priced dwelling houses to-day is fully 
100 per cent higher than five years ago, and costs 
are steadily going up. This gives little encouragement 
for capital to build apartments or dwelling houses to 
- ee or ha the man who wants to build his own 

ome. or these reasons general buildin iti 
in the Pittsburgh district ‘a dull. ” see 


Nuts, Bolts and Rivets.—Several local makers r 
they have opened their books on orders for nuts Tolts 
and rivets for fourth quarter delivery, and have already 
taken a good deal of business at regular prices. One 
local maker reports he is operating at 100 per cent of 
capacity with large orders ahead, the first time in some 
months. It is said discounts as adopted, and in effect 
from Aug. 4, are now being quite firmly held by all 
makers. The new demand for large rivets is fair, but 
— are still being shaded in some cases on desirable 
roders. 


_ Tren and Steel Pipe.—Practically all the mills making 
iron and steel pipe and oil well tubular goods are fully 
sold up over this year, while the National Tube Co. 
reports being sold up for seven or eight months, if it 
does not take another order. All the large oil com- 
panies are buying heavily, and last week the Sinclair 
Oil & Refining Co. placed 50 miles of 8-in. line pipe 
with a Youngstown, Ohio, mill, and a very large tonnage 
of line pipe and oil well tubular goods with a large 
mill in the Chicago district. 


Jobbers who have stocks of these products, and can 
ship out promptly, are very often able to secure heavy 
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premiums in prices. Jobbers’ discounts in carload lots 
and larger orders are as follows: 


Butt Weld 
Steel n 
Inches Black Galv. | Inches Black Galv. 
, %& and %... 5014 24 SELES A eet yeah % 3% 
# ie ite oak bb ope 54% 40 aaa rrr 344%, 16% 
. OY Sa 574% 44 ee eee 30 2314 
* and &%...... 29% 2% 
Lap Weld 
ee ey 50144 38 WE aun scaseoate 24% 9% 
eS eee oa | a 6° eae es 31% 17% 
eae 50% 37 e BPP ere 321%, 18% 
foe eee 41 i | 2 ey Oe 344%, 21% 
Be icss prea eee 38%... ia S| ee 311% 18% 
Butt Weld, extra strong, plain ends 
%, % and %... 46% 29 %, % and %... 28% 11 
Sco e secycts 514% 39 teas fees 3314 20i6 
i 8 5. ers 55% 43 Me OO E56 vs ccees 39%, 24% 
Be Sesasetenee 56% 44 
Lap Weld, extra strong, plain ends 
‘Maxkekavehaee 48%, 37 (DM ceéccseceesn ee See 
2% to 4 51% 40 le 22ers: 33% 20% 
4% to 6 50% 39 | 2% to 4......06- 5 23% 
Ae aaa 46% 33 eS See 34% 22% 
> to 22... - 41% 28 C&S Serre ee 
| eer ae 35%— 20% | 8 to 12......... 21% 91% 





To the large jobbing trade an additional 5 per cent is 
allowed over the above discounts, which are subject to the 
usual variations in weight of 5 per cent. : 

On butt and lap weld sizes of black iron pipe, discounts 
for less than carload lots to jobbers have been seven (7) 
points lower (higher price) than carload lots and on butt 
and lap weld galvanized iron pipe have been nine (9) points 
lower (higher price). 

Sheets.—Most mills have their output sold up over 
remainder of this year, but as yet none of the mills 
has opened books for contracts for first quarter de- 


livery. This will not likely be done before early in 


Chicago Cutlery Market 


Office of HARDWARE AGE, 
Chicago, Sept. 20, 1919. 

HILE there is little new to report on the cutlery situa- 

tion in Chicago, the situation is apparently becoming 
more and more acute every day. Local jobbers are finding 
it almost impossible to get shipments of pocket knives, 
shears or scissors. When orders are accepted by any of 
the cutlery manufacturers, they are taken subject to delay. 
Few if any of the jobbing houses in this territory have 
adequate stocks, and stocks of most retail dealers are far 
below normal. 

Just now there is an exceptionally heavy demand for 
paring knives, due to the fall canning season. There is 
also a very heavy call for butcher knives, skinning knives, 
steels and similar lines. Local stocks in these lines are 
in better condition than in pocket knives, but there is no 
surplus. 

It now seems certain that prices on practically all lines of 
cutlery will continue high for some time to come, as even 
if the labor troubles at the factories are settled, the manu- 
facturers cannot possibly catch up with the demand before 
some time next spring or summer. The strike of the steel 
workers will also tend to hamper production and keep 
prices up. 

The situation with regard to the open blade type of 
razors is showing some improvement, and local jobbers are 
in better condition to handle orders than they were a few 
weeks ago. Safety razors are short on the market, but are 
still obtainable in sufficient volume to supply the actual 
consumer demand. Blades are harder to get, while the 
consumer demand is growing heavier daily. 

There is a very good demand for the higher priced safety 
razor sets for the holiday trade, and those who put off their 
buying may find it difficult to get what they want later in 
the season. It appears certain that there will be no lower 
prices on safety razors for some time to come, and there 
are some who anticipate advances, particularly in the dollar 
types. All cutlery prices are firm with a tendency upward. 

Butcher Knives.—Standard beech handle, American made 
butcher knives, “fully guaranteed,’’ three brass saw screw 
rivets in handles, 6-in., $4 per doz.; 7-in.,°$4.65 per doz.; 8-in., 
$5.65 per doz.; Standard pattern kitchen knives, $1 to $2.50 
per doz. All prices net, f.o.b. Chicago. 

Jack Knives.—American two-blade standard gauge pocket 
knives, length 3% inches, stag or wood handles, $6.75 per 
dozen, net, f.o.b. Chicago. Above are steel lined and black 
inside and with steel bolsters and no cap. 

Length 3% inches, stag or wood handles, $11.50 per dozen 
net, f.o.b. Chicago. Above are brass lined with nickel silver 
bolsters, caps and shields and clean inside. 

Length 354 inches, stag or wood handles, $17.75 per dozen 
net, f.o.b. Chicago. Above have two cutting blades and one 
patented punch blade. They are brass lined with nickel 
silver bolsters, caps and shields. 

Length 3% inches, stag handles, “Boy Scout’’ pattern 
pocket knives, $19.80 per dozen net, f.o.b. Chicago. Above 
have one cutting blade, one patented punch blade, one can 


‘opener blade, and one combination screw-driver and bottle 


cap opener blade. 
Toilet Clippers.—Khedive, $1.55 per pair net, f.o.b. Chi- 
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cago; Success, No. 1, $1.80 per pair net, f.o.b. Chicago; Suc- 
cess, No. 0, $1.90 per pair net, f.o.b. Chicago; Brown & 
Sharpe, No. 000, list per pair $4.00, less 25 per cent discount; 
Brown & Sharpe, No. 00, list per pair $4.00, less 25 per cent 
discount; Brown & Sharpe, No. 0, list per pair $4.00, less 25 
per cent discount; Brown & Sharpe, No. 1, list per pair $4.00, 
less 25 per cent discount. 

Razors.—Old style open blade type, with rubber handle, 


full hollow ground, %-in., 5-in., %-in., $21.00 per doz. net, | 


f.o.b. Chicago. Three-quarter hollow ground, %-in., %-in., 
%-in., $18.00 per doz. net, f.o.b. Chicago. Half hollow 
ground, \%-in., %-in., %-in., $14.00 per doz. net, f.o.b. Chi- 
cago. 

Safety Razors.—Gillette Standard and vest pocket edition, 
list $60.00 per dozen. 

Auto-strop standard and army edition, list $60.00 per doz. 
Above takes a discount of 25 per cent f.o.b. Chicago. 

Extra blades for above, 6’s, 50c., and 12’s, $1.00, less 25 
per cent discount per package. 

Gem Damaskeen safety razors, 1 dozen lots, $8.40 per 
dozen net, f.o.b. Chicago; 3 dozen lots, $8.00 per doz. net, 
f.o.b. Chicago; 12 dozen lots, $7.50 per dozen net, f.o.b. Chi- 
cago. Gem extra blades, lot of 1 dozen packages, $4.20 per 
dozen packages; 12 dozen packages, $3.84 per dozen pack- 
ages; 36 dozen packages, $3.60 per dozen packages. 

Ever Ready safety razors, 1 dozen lots, $8.40 per dozen 
net, f.o.b. Chicago; 3 dozen lots, $8.00 per dozen net, f.o.b. 
Chicago. Ever Ready extra blades, standard package of 6 
blades, lots of 1 dozen packages, $3.36 per dozen packages; 
per card of 2 dozen packages,. $6.72 per dozen; lots of 5 
cards in one shipment, $6.24 per card. 

Table Ware.—Oneida Community teaspoons, per dozen net, 
f.o.b. Chicago, $4.75; Oneida Community tablespoons, $9.52 
per dozen net, f.o.b. Chicago; Oneida Community dessert 
spoons, $8.92 per dozen net, f.o.b. Chicago; Oneida Com- 
munity hollow handle knives and forks, $14.30 per set of 6 
knives and 6 forks, net, f.o.b. Chicago; solid flat handle 
medium knives and forks, Oneida Community, $9.41 per set 
of 6 knives and 6 forks, net, f.o.b. Chicago. 


Table Cutlery.—‘‘Gross Goods,’’ standard makes and pat- 
terns, cocoa, ebony and white bone handles, $11.00 to $33.00 
per gross net, f.o.b. Chicago. 

Silverware.—1847 Rogers flatware, new list prices dated 
July 15, 1919. On basis $11.00 per doz. for teaspoons; on 
basis $22.00 per doz. for tablespoons, less 50-10-5 per cent 
discount. 

Nickel Silverware.—Teaspoons, $13.40 per gross net, f.o.b. 
Chicago. Tablespoons, $26.86 per gross net, f.o.b. Chicago. 
Medium knives and forks, six knives and six forks in a set, 
$3.50 per set net, f.o.b. Chicago. 

Shears.—Nickel plated straight trimmers, regular pattern, 
6-in., $11.20 per doz.; 7-in., $12.90 per doz.; 8-in., $14.20 per 
doz.; japanned straight trimmers, regular pattern, 6-in., 
$9.60 per doz.; 7-in., $10.80 per doz.; 8-in., $12 per doz.; 
barber shears, nickel-plated, regular pattern, 7-in., $12.80 per 
doz.; 8-in., $14.20 per doz. All prices net, f.o.b. Chicago. 


« Boston Cutlery Market 


Office of HARDWARE AGB, 
Boston, Sept. 20, 1919. 

HE most interesting news development in the cutlery 

field during the past week was the announcement that 
the Gem Company, the Ever Ready and the Star Company, 
manufacturers of $1 safety razors, have consolidated under 
the firm name of the American Safety Razor Company, with 
a capital of 800,000 shares havihg a par value of $18 per 
share, 400,000 of which will be offered for public subscrip- 
tion at $18 per share. The new company claims it controls 
90 per cent of the dollar razor business of the world. In 
local hardware circles it is understood that the three com- 
panies will continue to produce their individual razors and 
that contracts placed with them will stand. 

It is rumored that it is intended, at some later date, to 
sell a controlling interest in the new company to a corpora- 
tion which intends to conduct a chain of retail stores in 
which various hardware articles will be sold. The rumor 
possibly is founded on the fact that some of the officers 
of the new razor combination have been and are actively 
connected with the tobacco business. Another rumor here 
is that a proposition was put up to the Gillette people along 
the same lines as to the dollar razor people, but that it 
was turned down flat. The latter rumor cannot be sub- 
stantiated, and is given herewith simply as an interesting 
piece of gossip. 

One hears the same old story of lack of cutlery supplies 
in making the rounds here this week. Everybody wants 
scissors, shears, all kinds of knives, everything in fact, that 
goes to make up a good line of cutlery. As heretofore, the 
demand runs largely to the better kinds, the average retail 
house having little call for the cheap offerings except in 
certain localities where general labor is getting compara- 
tively small money. But even in such instances the $re- 
tailer finds it necessary to have high-classed stock on hand. 
We hear of one instance where a retailer is absolutely dry 
on pocket knives. He held off buying, expecting a drop in 
prices, and overstayed. He has been in the Boston market 
during the past week trying to pick up a few knives to 
make a showing, for he is sick and tired of telling people 
he has nothing to sell, Most of the rest of the trade has 
more or less stock on hand, but far from normal supplies. 
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Table, putty, meat, paring and similar knives are in short 
supply. Some of the manufacturers have told jobbers they 
are fully two months behind on deliveries. 

Snips.—-Tinners’, No. 12, $1.10 each; No. 10, $1.75; No. 9, 
$1.94; No. 8, $2.19; No. 7, $2.75. Dental snips, No. 0, $10.90 
per doz.; No. 1, $11.90. 

Scissors.—Heinisch and Wiss goods, standard embroidery 
(two sharp points), 3-in., $10 list per doz.; 3%-in., $10.40; 
4-in., $10.80. Standard ladies’ (one round and one sharp 
point), 4-in., $10.60 list per doz.; 5-in., $11.40; 6-in., $12.80. 
Pocket (two round points), 4-in., $10 list per doz.; 4%4-in., 
$10.40; 5-in., $10.80. Buttonhole, 4%-in., $12.80 per doz. 
Manicure, 3%-in., $14.20 per doz. Nail, 3\%4-in., $14.20 list 
per doz. 

Shears.—High-grade japanned, 6-in., $9.60 per doz.; 6%4-in., 
$10.20; 7-in., $10.80; 7%4-in., $11.40; 8-in., $12; 8%-in., $12.60; 
9-in., $15; 10-in., $18.50; 1l-in., $21; 12-in., $22.70; 13-in., 
$25.20. Nickel plated, 6-in., $11.20 per doz; 6%4-in., $12.10; 
T-in., $12.90; 7%4-in., $13.50; 8-in., $14.20; 8%4-in., $15; 9-in., 
$17.80. 

Knives.—Butcher, beech handles, standard makes, 6-in., 
$3.35 per doz.; 7-in., $4.40; 8-in., $5.70; 10-in., $8.50; 12-in., 
$12. Ebony handles, standard makes, 6-in., $6.60 per doz.; 
7-in., $7.75; 8-in., $9; 16-in., $12; 12-in., $15. 

Pocket Knives.—Standard two-blade, cap, bolster and 
shield, brass lined, desirable sizes, $10 per doz.; less desir- 
able kinds, bolster and shield, $9; steel lined, 3%-in., two 
blades, $5.75; less desirable kinds as low as $4.20. 

Clippers.—Flexible horse clippers, No. 1, $12.75; No. 2, $16, 
list. 

Hair Cutters.—Popular kinds, plain cases, 75c. and $1.50 
each. Fancy cases cost more. 

Safety Razors.—Gillette, regular sets, $5; traveling sets, 
$16 to $27, less 25 per cent discount; Auto-Strop, regular 
sets, $5, less 25 per cent discount; Gem, $1 sets, $8.40 in 
dozen and $9 in less than dozen lots; Ever-Ready sets, $8.40 
in dozen and $9 in less than dozen lots. 


Chicago Paint Market 


Office of HARDWARE AGE, 
Chicago, Sept. 20, 1919. 


ONDITIONS in the paint field seem very satisfactory, 

so far as the Chicago district is concerned. Naturally, 
the building tie-up is retarding business in the city proper, 
yet this very fact seems to have had a stimulating effect 
on the demand from owners of buildings already constructed. 
The open weather is also a help to sales, as there are no 
delays in paint application from that source. 

Fall is rapidly becoming a leading paint season here on 
account of the efforts of dealers and jobbers in advertising 
the advantages of fall painting. It is pointed out that within 
a few weeks there will be no foliage to screen unpainted 
houses. The beating rains, driving snows and cold winds 
will penetrate every crack and crevice in the wood, starting 
decay. It is further pointed out that the wood is dry at 
this season of the year and in the best possible condition 
to retain a coat of paint. 

Manufacturers in this district are behind with their orders 
for ready mixed paints, and do not appear to be gaining 
materially on the demand. Jobbers and retailers are begin- 
ning to feel that no lower prices on mixed paints are to be 
expected, and are ordering freely. 

The Government report on flaxseed, issued September 8, 
shows no change in the crop estimate of August first. Har- 
vesting is now well under way in the flax districts of the 
Northwest, and as no frosts have as yet been reported, it 
seems probable that the crop will be safely gathered. There 
are many in the trade who regard the Government estimate 
as too high by over a million bushels. At any rate the 
season’s crop will be below the average, and the crushers 
of this country will have to depend largely on Argentine 
for supplies. There seems to be plenty of seed in that 
country at the present time, and there are prospects of a 
still larger crop next year. 

Private advices are to the effect that in eastern North 
Dakota, parts of Minnesota and South Dakota, yields are 
much lighter than expected. The general average is said 
to be only from 5 to 8 bushels to the acre. 

Just at present there is almost no seed in the hands of 
the crushers, who have very little oil on hand. For the next 
three or four weeks this situation will probably grow worse 
rather than better, as it will be fully that long before the 
new crop seed will be on the market. All the crushers are 
far behind with their orders for linseed oil, and while the 
new crop may hold prices down for a time, the oil produ- 
cers say that oil will be higher before spring. 

The export demand for turpentine has eased off some- 
what, the general market being quiet with an undertone 
of weakness. Consumers are expecting a gradual return to 
somewhere near the old prices and are buying only their 
immediate needs. Despite the conditions mentioned, the 
local jobbing prices have advanced 5c. per gallon during 
the past week. At the present figure of $1.90 per gallon in 
barrels, f.o.b. Chicago, turpentine is hardly a good buy. 

In the dry color market, advances seem more than prob- 
able. Labor and material have gone up and dry colors will 
have to follow soon. 

There is no let-up in the demand for glues, and manu- 
facturers are falling further behind daily with their orders. 
As the costs of production are growing, no declines are to 
be expected in glues. 
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Brushes.—According to the manufacturers of paint 
brushes, there is little chance of any declines for some time 
to come. In fact some advances are predicted for this 
fall. Bristles are higher in price, both fibre and hair, than 
when the manufacturers laid in their present stock. Many 
of the bristles come from China, and the Chinese are paid 
for them in silver. On account of the present high price 
of silver, these bristles naturally stay high. The Mexican 
fibres are over 100 per cent higher than they were three 
years ago, and this fact is keeping up the prices of the 
more common brushes. 


The hard wood from which the brush handles are made 
is also high in price and difficult to obtain. 


There is a big export demand for brushes, and this demand 
with the high costs of manufacture tends to fortify the belief 
that brushes will continue high in price for some time to 
come. 

Linseed Ol!.—The linseed oil] market has been firm follow- 
ing the recent decline of 10c. per gallon. Local jobbers report 
a good demand and local crushers have very little oil on 
hand. The market conditions are very similar to those of 
last fall, the indications pointing to a steady demand, with 
an upward tendency in price to at least the first of March. 
Local quotations are same as for last week. 

We quote from jobbers’ stocks, f.o.b. Chicago: Strictly 
pure linseed oil, in barrels, 1 to 4 bbls., one delivery, raw, 
$2.37 per gal.; boiled, $2.39 per gal.; 5 to 9 bbls., one delivery, 
raw, $2.25 per gal.; boiled, $2.27 per gal.; 10 bbls. or over, 
one delivery, raw, $2.13 per gal.; boiled, $2.15 per gal. Terms, 
30 days net, or less 1 per cent if paid within 10 days from 
date of invoice. 

Turpentine.—The turpentine market at Savannah has been 
gradually slipping backward for the past two weeks, but 
the total drop is not very much. The market in general is 
quiet, the consumers holding off in the expectation of lower 
prices. Prices of local jobbers are 5c. per gallon higher 
than they were a week ago, but sales are very light. 

We quote from jobbers’ stocks, f.o.b. Chicago: Turpen- 
tine, strictly pure gum spirits, in barrels, $1.90 per gallon. 

Denatured Alcohol.—The market on denatured alcohol 
shows no change since our last report. There is consider- 
able activity noted in the consumer demand, and a very 
satisfactory export demand is reported. The present prices 
seem very firm. 

We quote from jobbers’ stocks, f.o.b. Chicago: 180 deg. 
denatured alcohol, in barrels, 61c. per gal; 5 and 10 gal. 
cans, 20c., and one gal. cans, 25c. more per gal., which 
prices include container. Where sold in bulk in less than 
barrel lots, the price is 10c. per gallon higher with extra 
charge for containers. 

White Lead.—The demand for white lead in oi) is keeping 
the manufacturers busy, and they are not seeking much 
new business at this time. It now seems probable that the 
producers will succeed in their announced plan of holding 
present prices until December. If changes come at that 
time they will undoubtedly be in the nature of advances. 


We quote from jobbers’ stocks, f.o.b. Chicago: 100-Ib. 
kegs, 13c. per lb.; 50-lb. kegs, 13%4c. per Ib.; single kegs, 
$6.75 each; 25-lb. kegs, 13%4c. per lb.; single kegs, $3.45 each: 
121%4-lb. kegs, 1314c. per Ib.; single kegs, $1.80 each. 

Shellac.—The shellac market is changing very little from 
week to week. Stocks in general are light, and the goods 
reaching the Atlantic Coast are sold before arrival. There 
is little to indicate any immediate improvement. Prices 
mean very little as there is so little shellac on the market. 


We quote from jobbers’ stocks, f.o.b. Chicago: Strictly 
pure shellac (4-lb. goods), in gallon cans, white, $5.75 per 
gal.; yellow, $5.50 per gal. 

Dry Colors.—There is a brisk demand for dary colors in 
small lots, but very few large orders are reported. There 
is every indication that present prices will prevail until the 
rumored advances make their appearance. There is no pos- 
sibility of declines, according to the jobbers. 


We quote from jobbers’ stocks, f.o.b. Chicago: New York 
plaster of Paris, in barrels, $3.50 per bbl.; gilders’ whiting, 
in barrels, $2 @ $2.75 per cwt.; English Venetian red, in 
barrels, $2.50 @ $5 per ewt. 


Boston Paint Market 


Office of HARDWARE AGB, 
Boston, Sept. 20, 1919. 
S. far as supplies of mixed paints and other things that 
go with them are concerned, the Boston market is just 
as badly off as it was a month ago. And the unfortunate 
part of the situation is that there is nothing that suggests 
any marked improvement during the balance of 1919, at 
least. Take, for instance, chalk. Chalk plays a very im- 
portant part in the wall finish end of the paint business. 
Most of it used in this country comes from England and 
some of it from France. The consumption here is enormous, 
much greater than most of us realize. A paint manufactur- 
ing plant of any importance consumes from 15,000,000 to 
30,000 000 pounds during a year. You can figure up in your 
mind how much those paint manufacturers you know any- 
thing about will consme during twelve months, and then 
realize what all factories must use. 
Practically all of the paint makers have little if any chalk 
on hand and for various reasons find it almost impossible 
to get consignments through from England so overwhelmed 
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are the dealers there with orders. We hear of some in- 
stances where the manufacturers are scraping mixing appli- 
ances and even floors in mixing departments for chalk, in 
the hope of getting enough stock to fill a few orders. There 
is every indication, therefore, that the Boston paint trade 
is not going to be overburdened with wall finishes within 
the immediate’ future. Other things needed in the manu- 
facture of paints also are scarce and high, transportation 
to and from the factories continues extremely unsatisfactory, 
and the manufacturers in some instances actually are suffer- 
ing for efficient help. The supply situation certainly is 
not rosy. 

in the meantime the demand for mixed paints shows no 
letup. There is an urgent call from New England hardware 
interests, both large and small; a growing demand from 
contractors, although it has not assumed normal propor- 
tjons; from large establishments such as mills and whole- 
sale mercantile houses; and from the rank and file of home 
owners. As to the last named, we had this week a per- 
sonal talk with a chap in a paint store, who was there for 
the purpose of getting some paint to put on his house. 
His case is typical of hundreds of others. He reasons along 
these lines: paint is high and unquestionably will not be 
cheaper for some time—his home needs painting—with the 
high. cost of paint and the high cost of labor, I cannot 
afford the latter—I'll take my vacation as soon as possible, 
borrow Jim Smith’s ladder and do the job myself. This 
particular chap we talked with didn’t finish the job during 
his vacation because the weather was not favorable for 
painting all the time. He is putting on the finishing touches 
now, working Sundays. He says: “I have quit going to 
church on Sundays. Instead I work on the sides and back 
of the house where people can’t see me, and on Saturday 
afternoons take a whack at the front of it. If the weather 
turns ‘good, I'll have the job finished in two more weeks.” 


: Brushes.—The buying of brushes is more or less restricted, 

partly, because so many actual users supplied their wants 
earlier. in. the year and partly because of the high costs. 
The painters themselves are using a brush right down to a 
stub,. just as they have been for the past year or two. 
The supply is not large in wholesale or retail hands because 
of these conditions. The manufacturers fear it will be a 
long timé before they can reduce their lists. 


Dry -Colors.—Little new can be said in regard to dry 
colors. Everybody handling them is enjoying a good busi- 
ness, stocks are unusually small for this season of the year 
and, prices on all grades and colors hold up remarkably 
strong. We have been unable to locate any foreign stock 
in Boston, business being confined absolutely to American 
made goods. 


Barrel Lots.—Plaster of paris, $4 to $4.25 per bbl.; whit- 
ing (commercial bolted), 2c. per lb.; whiting gilders, 2\4c. 
per: lb.; dry zinc (American), 20c. per lb.; lamp black, bulk, 
15c. per lb.: lamp black, in 1-lb. packages, 19c.; raw and 
burnt umber, 9c. to 12c. lb.; raw and burnt sienna, 15c. to 
l7c. Prince’s metallic brown, 3%4c.; yellow ochre, 3%c.; 
Venetian red, 2%c. Ib. 


Pound Lots.—Paris green, in 1-lb. packages, 50c. lb.; in 
14-lb. packages, 5lc. lb.; in 4-lb. packages, 52c. Ib.; ultra 
marine blue, 24c. lb. 


Glue.—No noticeable improvement in the glue market is 
reported. Here and there one finds a house moving some 
stock, but sales are still considerably below normal and 
supplies are more than ample for all.requirements. 


Glue ground, l4c. per lb.; plate, 35c. per lb.: clear bon- 
net, 37c. Ib. 


Lead.—The lead supply situation appears to be less acute 
than it was a week ago. Local paint interests, since lasi 
reports, have made desperate efforts to secure stock ana 
have had more or less success, although all lead promised 
has not been received. The average house has enough 
back orders on hand to absorb the greater part of lead on 
hand and due it. The recent advance in prices by the 
American Smelting & Refining Company would seem to 
indicate that lead is likely to be higher rather than lower 
next month. 


White. in oil and dry, 121%4-lb. kegs, 13%c. lb.; 25 and 50- 
lb. kegs, 1344¢.; 100-lb. kegs and larger, 13c.: for 500-lb. lots 
and over deduct 5 to 10 per cent. Dry red lead and litharge, 
12%-lb kegs, 13%ec. Ib.; 25 and 50-lb. kegs, 13%4¢.; 100-Ib. 
kegs and larger, 13c.: red lead, in oil, 12%-lb. kegs, 14c.; 
25 and 50-lb. kegs, 13%4,c.; 100-lb. kegs and larger, 13%c. Ib. 
Orange mineral, 1244-lb. kegs, 13%c. Ilb.; 25 and 50-lb. kegs, 
13%c.; 100-lb. kegs and iarger, 13\c. 

Oils, Etc.—The turpentine market is on the rampage 
again owing, it is believed here, to a renewal of export 
buying. As compared with last week, the market here 
is 9c. per galion higher, and turpentine interests say they 
would not be surprised if values went still higher. The 
linseed oil market has held steady. The recent weakening 
in prices for seed has been offset by an increase in the 
consumptive demand, which explains the stability of the 
oif market here. Other oils, alcohols and gasoline and 
kerosene are being absorbed in normal quantities notwith- 
standing the strength of prices for same, people evidently 
having made up their minds they must have goods regard- 
less of values. 

Castor oil, $2.30 per gal.; cylinder oil, 50c. gal.: gasoline. 
50 gal. or more, 25%c. per gal.; kerosene, 50 gal. or more. 
lve. gal.; lard oil, $1.80 gal.; alcohol, denatured, 57c. gal.; 
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wood, $1.42 gal.; linseed, raw, in barrel lots, $2.26 gal.; in 
10-gal. lots, $2.36; in 5-gal. lots, $2.41; in gal. lots, $2.46; 
neatsfoot, $1.85 gal.; sperm, $2.30 gal.; paraffin, 35c. gal.; 
floor oils, 50c. gal.; turpentine, $1.89 gal. in barrel lots; in 
10-gal. lots, $1.96; in 5-gal. lots, $1.99; in 1-gal. lots, $2.01. 


Shellac.—The shellac gum situation is a grain easier. 
Where it was impossible to buy anything for less than $1.50 
per pound on Sept. 1, offerings have been made here this 
week at $1.30, but it goes without saying that the best 
qualities still command the top price. White shellac is 
extremely hard to get. In former years a local house 
thought very little about an order for 20 barrels, but today 
it worries considerably as to how it is going to fill such a 
request. 

Sundries.—Putty, floor polish, paint removers, wax and 


the many other things that go to make up the sundries 
market are selling in a satisfactory manner. The paint 


_trade finds it difficult to secure supplies of certain mer- 


chandise, and naturally prices in this department hold 
strong. 


Putty (best), in 125-lb. drums, 8c. lb.; commercial putty 
(in drums), 6c.; floor waxes, 45c. per Ib.; paraffin wax in 
225-lb. cases, 118-20 melting, 94c. lb.; 123-25 melting, 9\c.; 
128-30 melting, 10%4¢.; crude wax, 7c. per lb.; paint remover, 
$2.50 list; oxalic acid, 35c. per Ib. 


Varnishes.—The call for varnishes is diminishing, accord- 
ing to well informed houses here. This condition of trade 
is believed to be due to the high prices quoted by every- 
body. The average consumer is beginning to go without or 
substituting paint where varnish naturally would be 
applied. 


Twin Cities Paint Market 


MINNEAPOLIS AND St. PAUL, Sept. 20, 1919. 


ALES are beginning to show a steady increase for paint. 

which undoubtedly marks the beginning of fall trade 
along this line. There is no question but what there will 
be an unprecedented demand for paints and paint materials. 
Painters are finding that they are going to be extremely busy 
and their only difficulty will be to obtain sufficient help to 
cover their work as it is handed to them. There is so much 
painting that has been delayed for two or three years that, 
of necessity, must be done this fall to preserve the building. 
Every painter and his helpers could work overtime from now 
until winter and still not cover the amount of work at that 
rate. Turpentine is gradually climbing back to its old 
high level, with other prices holding about as previously 
quoted. One paint dealer in figuring the price of lead and oil 
in comparison to ready mixed paints finds that the lead and 
oil proposition for materials alone would be considerably 
cheaper than the cost of ready mixed paints. However, 
when labor at the present time is considered there would 
probably be a difference in favor of the ready mixed mate- 
rials. 

Mixed Paints.—The call continues to be very good for this 
class of material, with the heaviest sales probably being 
small packages for interior decorating. Exterior work has 
not really been started in good shape for the fall season as 
yet. There is no change in price. 

We quote from local jobbers’ stocks: First grade house 
paint at $3.60 per gal.; second grade house paint at $2.30 per 
gal. 

Linseed Oil.—Linseed oil is still holding steady as last 
quoted. This price being below the quotations for several 
months past. The price change was announced in previous 
report. 

We quote from local jobbers’ stocks: Boiled linseed oil 
in barrel lots at $2.30 per gal.; raw linseed oil in barrel lots 
at $2.98 per gal. 

Turpentine.—Turpentine is gradually climbing up to its 
previous high level, with recent advance taking it almost to 
the high point again. 

We quote from local jobbers’ stocks: Turpentine in barrel 
lots at $1.87 per gal. 

White Lead.—With the present low price on basic lead 
there is not much prospect of an advance in white lead. 
The call is steady and consistent ajhough not extremely 
heavy in this market. 

We quote from local jobbers’ stocks: White lead in 100-lb. 
lots at $11.81 per cwt. with the usual differentials for size 
of package and quantities. 

Denatured Alcohol.—Sales are steady and not extremely 
strong at present. Prices have not changed. 

We quote from local jobbers’ stocks: Denatured alcohol 
in barrel lots at £0c. per gal. 

Shellac.—Since the advance announced last week there 
is no further change in price. Shellac still remains ex- 
tremely scarce and sales naturally are somewhat curtailed 
on account of price. 

We quote from local jobbers’ stocks: White shellac in 
barrel lots at $5.50 per gal.; orange shellac in barrel lots at 
$5.25 per gal. 

Steel Wool.—The manufacturers seem unable to keep 
anywhere near the demand for steel wool although local 
stocks seem to be in fairly good condition. Prices show 
no change. 
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September 25, 1919 


Gathering Greenbacks in 
Greensboro 


(Continued from page 62) 


“Do not sail under false colors; if your word is as 
good as your bond, protect that word by making it 
good when made about the value of your goods. 

“It makes no difference what your competitor 
does. Most merchants concern themselves too much 
about their competitors, and do not study the de- 
tails of their own business enough to know it thor- 
oughly. There are other ways more effective in 
meeting a competitor than on a price basis. Service 
is as much of an item in the modern-day merchan- 
dising as prices, and, of the two, the former will 
win out over the latter. 

“Have you ever tried out the store club, having 
for its members the store’s forces? Our store club 
‘I Will Be Odell’s,’ taking its name from the name 
or initials of the officers of the company, is likened 
unto a family gathering. At these meetings are 
discussed matters that are of material value to the 
store service, and could never be discussed during 
the busy hours of the day. It has developed team 
work that never could have been developed in any 
other way. Try out this idea with your sales force, 
and you will see what an opportunity you have let 
go by in bringing up their efficiency to the maxi- 
mum. 

A Friendly Sales Contest 


ats aannersarhener~ you want to create enthusiasm 
and friendly rivalry among your men, put on 
a suggestive sale campaign, the sale of an article 
not thought of by your customer. 

“Select two captains, the best men or oldest men 
of your force, and let them choose their sides and 
name them the Reds and the Blues. Let the cam- 


87 


paign continue for a definite period, say—thirty or 
sixty days, not longer. Offer three prizes to the 
three leading at the end of the campaign in number 
of points, each sale counting one point, and to be 
reported upon separate blanks to the office, stating 
the party sold, what he was buying and the sugges- 
tive sale made. 

“You can wind up the campaign with a little sup- 
per given to the store club, award the prizes and 
have your men tell of the best suggestive sale they 
made. 

“Talk about enthusiasm. It will grow red hot be- 
fore the campaign is over. Every customer after 
he has finished his buying and starts to leave the 
store, will have suggested to him every item the 
salesman can conceive that your customer may 
need. 

“It will increase your sales and will build up a 
friendly rivalry among your men, and will do much 
to increase the store spirit, co-operation and loyalty 
to your house. 

“That concern is to be congratulated whose sales- 
men refer to the house as ‘ours’; who consider 
themselves not distinct selling units but members of 
a big, growing family; who look. upon their con- 
cern as the ideal organization for square dealing 
and efficiency, and upon its servie as the best of its 
kind; who feel that their company is performing a 
highly useful service in the world, and that they are 
privileged in being its representatives, and who, 
through this love and regard, cast their lot with 
the organization, not for a day, but for years. 

“This is not an extravagant statement. There 
are numberless concerns in which such a spirit per- 
vades the selling organization from top to bottom. 
Few businesses are so big, so successful or so inde- 
pendent that they would not cease to grow, acquire 
dry rut and eventually crumble into decay if such a 
spirit were wholly lost to their sales forces.” 








Paint material prices as quoted in New York, September 19, 1919 


Animal, Fish and Vege- Cobalt, Oxide . Sie i 5 .65 





BED sccececuceced 
aie oo Commercial «---.-. et Se 
BIIGOMB ccccccncece ° 
— Raw, Castend 7 Ex. Gilders........ 1.30@1.40 
ip ge ot: FG patty Commercial 
Ont-of-town, _ five-bbl. . Commercial, 120 Ib. 

lots and over..... 2.12@— Pare,” tabs te reeereeeene a _ 

9¢ FW gal. advance on ~*~ ES, CBee eee eeeee — 

— ee oO Tk to 6 Tb. ‘tins. $4.65@86 .00 
Lard, prime winter, ex in 

bbis., per gal....... 99@— Spirits Turpentine— 
we Age Spe $17.50 to $18.0 B gal. 

-0.b, mill.... 50 to .00 

Yellow Summ er In Machine bbls... .$1.63@— 

ee = ee ce $22.00 
Tallow, Acidless, car G llac— 

WOU cndves to scat 1.55@ jum Shellse en 
Menhaden Diamond I ....ccccccces nominal 

Northern Crude .......nominal Wine Ceaeee .... «sesso. nemtnal 

Southern f.o.b. Factory..$1.10 Medium Orange.......... nominal 

Light Pressed........... 020 B.C, GOMER. cscs ececes nominal 

Yellow Bleached.. ..1.30@— RRS $1.80@1.40 

White Bleached OMe PN oc écnceccuen nominal 
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Te gesccunsope cess 24@— Drop Black.. ‘e 86 
Porpoise blubber.. .$1.28 to $1.30 — Chinese. eeseccees = 20 238 
Olive denatured........... $2.50 we Prussian... ....-- ~ 
Neatsfoot, Prime..... 1.60@— Lo he one b 2% 
Palm Lagos, spot per ed Green, Chrome, Pure. . 70 7 
Soya Bean, DDI, 1... 17@— ian Redensscccc.. | 85Q39 

Miscellaneous— Venetian Red........ 16@18 
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Barytes: Umber, Raw......... 28@30 
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Domestic, prime, 
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Off color, in bi &e.— 
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Chalk, English ®@ton nominal Lead, American White 
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Ohina Clay, Imported. ® In on White, less than 
CBB cccccccccccce ry Ey = 500 Ib., per 
Domestic eare'ee bie TP BA scccess $13.00@— 


500 lb. up to Brown, Spa > 
2000 Ib., per grades, per ton... .24. 00 @— 
100 lb. ..... $11.70 @— Brown, Span I 
2000 lb. up to GOED  cccccscccee 16.00@— 
5 Ib. per Carmine, No. 40, bulk. 5.00@5.10 


Green, Chrome, ‘ordinary 
Green, Chrome, Light.35 40 
Mediu lum 40 50 


Carload, mini- 


rang Eft, (ie ailiaes 
per 100 Ib...$10.88 @— patible 35.00 40:00 
Litharge, American, Ochre, Medium, ® ton, 
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eis we adnan 1.60@1.65 
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A Discussion on Quoting Tire Prices—Good Ad on Spark Plugs—Novel 
Opening Day Idea — Other Seasonable Hardware Ads 


By Burt J. PARIS 


What We Think About Tire Prices 
Kitchenware 


No. 1 (38 cols. x 10 in.) 
A FEW months ago when tire prices were soar- 
Repaired 
Free of Charge 


ing up among the clouds and with tire 
Tomorrow 





makers holding out little hope for reductions, 

it might have been well to sidestep price quotation. 
But, fortunately, that condition does not obtain 
to-day. The writer bought a tire the other day 
for $25 and last March the same tire cost $37.50. 
Now the question is, how many motorists are aware 
that tire prices have dropped so considerably? 
Those who have found it necessary to buy new tires, 
of course, know but there are many car owners 








1—What are YOU doing about tire prices? 








Just to get you acquainted 
with our Tinning Depart- 
ment we will repair free 
of charge all kitchenware, 
pots, pans, etc., brought 
to our new store on our 
opening day tomorrow. 
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Monday 
Here is a real chance to 
save money, and every 


thrifty housewife should 
profit by this offer. 


W. J. CORBETT 
HARDWARE (0. 
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CUT YOUR TIRE UP-KEEP WITH A DIAMOND 


Diamond Tires 
Guaranteed 6,000 Miles 


at The J. G. DePrez Co’s Big Busy Store. Diamond Tires 
give perfect satisfaction. Hundreds of our customers attest 






42-4, 










this. Let your next tire be a Diamond. wii mit a 
Look At These Low Prices is | 
Plain Tread Squeegee Tread Me TT eI 
30x 3 Diamond Casing....................-$11.15 $12.85 fi ua) 
30x3K " Or cupsaphnbscnadis —_ my a 
ey 28.56 redline 
32x4 26.00 
Se ; " a oe 2—A novel idea for an opening day 
ALL SIZES CARRIED IN STOCK 
R ber Diamond Tires are Guaranteed 6,000 Miles who often go six months or more with four good 





tires and a new spare. _ 

( = Columbia | sate | The J.G.DePrez Co. |. =~. — It would seem the part of wisdom to reach these 
|__} 18-20 Pubhe Square Sheloynile's Greatest Store \_——-—— motorists, and the way to reach them is to quote 
prices as the J. G. De Prez Company, Shelbyville, 
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Ind., has done in this ad. Of ten tire ads received 
by us during the past week or two, only four quoted 
prices, and this fact moves us to write these 
few lines on tire prices. Tire prices are exception- 
ally attractive now; see that they are quoted in 
your tire ads. 


For Your Opening Day 
No. 2 (2 cols. x 7% in.) 
PENING days are many and varied. A new 
store opens. A remodeled store opens. Every 
sale has its opening day. Hardware men searching 


4—Why don’t YOU advertise spark plugs like this? 





The Splitdorf Plug 


the Plug with the Green Jacket 


Made in a variety of types—in standard sizes to suit en- 
gines of every make. These Plugs are as nearly soot- 
proof, leak-proof and unbreakable as human ingenuity can 
make them. 


If you will study the essential features of Spark Plug 
‘construction, you are sure todemand Splitdorf Spark Plugs. 


Let us show you the Plug best suited for your engine. 





FOSTER-FARRAR CO. 


Telephone 12 168 Main Street 
Open Saturday Evening ~pposite Draper Hote 











oa opening day attractions will do well to stop right 
ere. 

This offer to repair kichenware free of charge, 
made by the W. J. Corbett Hardware Co., Tucson, 
Ariz., may have been made use of before, but one 
thing is certain: it is still sufficiently novel and 
inviting to attract a great deal of interest and in- 
duce plenty of action. 

The illustration is a syndicate affair, but it shows 
up very well indeed, and the ad is certainly easy 
to read. 


Many Ideas in This Ad 

No. 3 (2 cols. x 15 in.) 
A DEPARTMENT store ad is interesting not be- 

cause the department store has a greater as- 
sortment of goods to offer. That is, not necessarily 
so, because every individual department store ad 
lists but a fraction of the sum total of goods on dis- 
play. 

It is interesting because the adman -varies his 
offerings and puts in every ad item that will give 
the ad the broadest possible appeal. So it is with 
this ad from Pettee’s, Oklahoma City, Okla. Note 
the diversity of items and how the ad appeals to 
the housewife, the man of the house and the car 
owner. 

That spade panel is very good. Cross country 
runs taken in the fall often require the use of such 
a handy and compact tool. So is the luggage car- 
rier item good: now is the time when many motor- 
ists prefer to tour and the suggestion of a luggage 
carrier will find a ready response in the form of 
sales. 


A Word on Plug Ads 
No. 4 (2 cols. x 4 in.) 
[It remained for W. W. Darby, adman for the Fos- 
ter-Farrar Co., Northampton, Mass., to cash in 
on the publicity being done by the spark plug manu- 
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facturers. Note that the entire ad is devoted to 
spark plugs. 

It is surprising to note how few individual plug 
ads are used by hardware men. Generally, the plug 


3—Getting many angles of interest in a single ad 


| 





STORE HOURS — OPEN 7:30 A. M. CLOSE 6:0 P. M. 


MAIL . 30 YEARS, OF 
ORDER BY Z >» SERVICE 


“THE MOST INTERESTING STORE IN OKLAHOMA” 


Transparent 


OVEN-WARE 


Has the name on every piece 

















Don’ Forget Your 
Kiddies. Take Home 
a Toy 
Toy Shop — Third Floor 


Try one piece of this oven 
glassware. You will be de- 
lighted with it, and want more. 
Use it for all baking or oven 
cooking, the heat will not hurt 
it, You can serve in it. Very 
attractive on the table. The 
prices are reasonable. 


Casseroles, $1.75, $2.00, $2.25, 
$2.75. 











Pudding Dishes, $1.20, $1.35. 
Cake Pans, 85c, $1.00. 





Seen China 


Pie Pans, 85c, $1.00. 

Bread Pans, $1.00. 

Ramikins, 4% dozen, $1.40. 
Open Stock Croquettes, % dozen, $1.90. 


Gold Band Decorated 
42-Piece Set, $36.00 


Syracuse china is well known for 
durability and beauty of design. It 
is the very highest class china made 
in America. The above picture is 
the white and gold pattern, - Price ~ 
$36 for 42 picces. 

Other beautiful patterns carried 
in open stock sold exclusively here. 

Canterbury ‘decoration, 42-piece 
set. $30.50. 

Ortental dcsign, 42-piece set, $33. 


Colonial 
Water 


Glasses 
$1.15 Set of 6 
Heisey’s crystal 
glass, medium 
weight, very .dura- 
-. The-% dozen, 


91.15. 
Iced Tea Glasses, 
¥% dozen, $1.75. 
Second Floor 


Colonial Berry Bowl, 60c 


Utility Dish, $1.20, 
‘Second Floor 





Vintage Etched Iced 


Tea Glasses, 
$2.50 Set of 6 


Thin, clear’ crystal glass, tall 
straight shape. Grapevine etch- 
ing. Set of six, $2.50. { 

Coastera, set of six, $2.50. 

Water Glasses, set of six, $2.00. 

Sherbets, set of six, $3.25. 

Parfaits, set‘of six, $3.00. 

Water Jug, each $2.75. 

Second Floor 








Heisey'’s colonial _patternsf clear 
crystal glass. 
Size, 7-inch, 60¢. 
Size, 8-inch, 85e. 
Second Floor 





1919 Automobile Blue 
Book for Tourists 


Contains map showing the 
route to take, giving dis- 
tance, best hotels and gar- 
ages. A great help on’ a 
country trip. Price $200. 

First Floor 
Ru Board 
Luggage Carrier, $2.50 

Simple fastening on run- 
ning board; tk holds all kinds 
of luggage, suitcases, pack- 
ages; neat and. handy. Price 
$2.50. 





Heisey’s Colonial 
Water Jug 
Durable weight, crystal glass, 
graceful shape. 
1%4-qt. size, $1.00. 
3-qt. size, $1.75. 
Second Floor 


Universal Vacuum 
Bottle Take Down 














With 3 Nested Cups in Cover. " Auto Spade, $2.25 
This style bottle is very con- 
venient on outing trips. The cover A very @on- 


holds three nested cups and with 
cover you have four drinking 
cups. The case is corrugated 


venient size to 
fit in your tool 





nickeled finish. Vacuum keeps hox, detachable 
liquids hot of cold. Quart size, handle, néces- 
price $6.25. 

Pint size, one extra cup, price sary in a cro$s- 
$3.75. country trip — 
Other styles in the Universal Price $2.25. 

and Thermos bottle, $2.50 up: — 
First Floor. First Floor 


DELIVERY PREPAID ON MAIL ORDERS 


W. J. PETTEE & CO. North Star 
Oklahoma City Refrigerators 
Annex Store 120 W. California 


Quick Meal 
Gas Ranges 
121-123 West Main 
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is listed among accessory items in an ad which 
is pushing some other specialty. Entire ads devoted 
to spark plugs are rare birds in retail hardware pub- 
licity. 

This condition of affairs should be changed. Spark 
plug makers are most active advertisers, and if the 
hardware man will only back up their national copy 
with local boosts, he will find his sales on plugs 
showing a healthy increase. Instead of the motor- 
ist stopping anywhere and accepting any plug, the 
hardware man can make him come to his store 
and ask for a specific plug. 

Let us see some snappy spark plug ads. 


Brief Notes of the Trade 


ENRY F. FRASSE, formerly connected with and 

widely known in the export machinery and hard- 
ware trades, has been promoted to full charge of all 
purchases, stores and supplies of the Brooklyn Edison 
Co., Inc., of Brooklyn, N. Y., with which firm he has 
been associated for the past thirteen years. Those who 
know Mr. Frasse will recall that his grandfather was 
a collaborator of Robert Fulton’s, having made the 
model from which Bolton & Watt, England, constructed 
the engine that drove Fulton’s Clermont, the first 
steam-propelled water craft. 

The Johnson Auto Signal Co., Vancouver, Wash., 
has purchased a four-story factory on Railroad Ave- 
nue and will convert it into a plant for the manufac- 
ture of auto signals and spotlights. 


The Kane Shock Absorber Co., Centralia, Wash., 
will shortly ask for bids for a machine shop, 40 x 180 
ft., and foundry, 60 x 60 ft. 


Mustikon, Ltd., Toronto, Canada, has been incorpo- 
rated with a capital stock of $250,000 by William A. J. 
Case, Room 801, Dominion Bank Building; James B. 
Taylor, Belhaven Road; George E. Atwood and others, 
all of Toronto, to manufacture automobiles, accesso- 
ries, etc. 


A. C. Penn, Inc., announces its change of address to 
135 Jackson Street, Newark, N. J. 


The Akron Cultivator & Mfg. Co., Akron, Ohio, has 
been incorporated with a capital stock of $300,000 to 
succeed the Akron Cultivator Co. Horace M. Houser 
has retired from the latter company, of which he has 
been president and treasurer for 30 years. The plant 
has been taken over by the Empire Plow Works, Cleve- 
land, under a lease which will operate under the name 
of the new corporation. Ralph R. Roamer will be gen- 
eral manager. 


The J. I. Case Plow Co., Chicago, Ill., a Delaware 
corporation, has filed notice of change of name to the 
J. 1. Case Plow Works Co. The main plant is at Racine, 
Wis. 


The Manistee Drop Forge Co., Manistee, Mich., or- 
ganized within the last week or so, will manufacture 
forged parts for automobiles. The capitalization is 
$200,000. P. P. Schnorbach of Manistee is president. 
A plant will be erected at once. 


The Clyde Cutlery Co., Clyde, Ohio, will enlarge its 
plant by the erection of a two-story and basement 
building 60 x 103 ft. 


The Grand Detour Plow Co., Racine, Wis., has been 
incorporated with a capital stock of $5,000 by William 
F. Sawyer, Richard P. Howell and Theodore Johnson, 
all of the J. I. Case Threshing Machine Co., Racine, 
which recently acquired possession of the Grand Detour 
Plow Works, an Illinois concern. 

The Stewart Wire Wheel Co., Frankfort, Ind., has 
been incorporated with $500,000 capital stock to manu- 
facture automobile wheels. The directors include Albert 
E. Betts, Charles W. Pence and John A. Johnson. 


The Robert H. Hassler Co., Indianapolis, Ind., has 
begun a one-story extension to its plant, 100 x 120 ft., 
which will increase the capacity 30 per cent. It manu- 
factures automobile parts. 


The Michigan Washing Machine Co., Muskegon, Mich.. 
is planning for the erection of a two-story and base- 
ment addition, 96 x 150 ft. M. A. Cunningham is 
manager. 


Hardware Age 


Coming Conventions 


NATIONAL HARDWARE ASSOCIATION AND AMERICAN 
HARDWARE MANUFACTURERS’ ASSOCIATION CONVENTION, 
Atlantic City, N. J., Oct. 15, 16, 17, 1919. Headquar- 
ters, Marlborough-Blenheim. T. James Fernley, secre- 
tary, National Hardware Association, 505 Arch Street, 
Philadelphia, Pa. F. D. Mitchell, secretary, American 
Hardware Manufacturers’ Association, Woolworth 
Building, New York City. 

AUTOMOBILE ACCESSORIES BRANCH OF THE NATIONAL 
HARDWARE ASSOCIATION CONVENTION, Hotel Sherman, 
Chicago, Ill., Dec. 8 and 9, 1919. A. H. Nichols, chair- 
man, Detroit, Mich. 


OKLAHOMA HARDWARE AND IMPLEMENT ASSOCIATION 
CONVENTION AND EXHIBITION, Oklahoma City, Dec. 9, 
10, 11, 1919. W. B. Porch, secretary-treasurer, Okla- 
homa City. 

PACIFIC NORTHWEST HARDWARE AND IMPLEMENT AsS- 
SOCIATION CONVENTION, Davenport Hotel, Spokane, 
Wash., Jan. 20, 21, 22, 28, 1920. E. E. Lucas, secre- 
tary, Hutton Building, Spokane, Wash. 


OREGON RETAIL HARDWARE AND IMPLEMENT DEALERS’ 
ASSOCIATION CONVENTION, Imperial Hotel, Portland, 
Ore., Jan. 27, 28, 29, 30, 1920. E. E. Lucas, secretary, 
Hutton Building, Spokane, Wash. 

NEBRASKA RETAIL HARDWARE ASSOCIATION CONVEN- 
TION AND EXHIBITION, Lincoln, Feb. 3, 4, 5, 6, 1920. 
Nathan Roberts, secretary, Lincoln. 


WISCONSIN RETAIL HARDWARE ASSOCIATION CONVEN- 
PION AND EXHIBITION, Milwaukee Auditorium, Milwau- 
kee, Feb. 4, 5, 6, 1920. P. J. Jacobs, secretary-treas- 
urer, Stevens Point. 


MICHIGAN RETAIL HARDWARE ASSOCIATION CONVEN- 
TION AND EXHIBIT at Grand Rapids, Feb. 10, 11, 12 
and 138, 1920. Headquarters, Hotel Pantlind. Ex- 
hibit at the Furniture Exhibition Building. A. J. 
Scott, secretary, Marine City. Karl S. Judson, ex- 
hibit manager, 248 Morris Avenue, Grand Rapids. 

THE PENNSYLVANIA AND ATLANTIC SEABOARD HARD- 
WARE ASSOCIATION, INC., CONVENTION AND EXHIBITION, 
Philadelphia Commercial Museum, Feb. 10, 11, 12 
and 13, 1920. Hotel headquarters, Bellevue-Stratford. 
Sharon E. Jones, secretary, 1314 Fulton Building, Pitts- 
burgh, Pa. 

MIssouRI RETAIL HARDWARE ASSOCIATION CONVEN- 
TION AND EXHIBITION, St. Joseph Auditorium, St. 
Joseph, Feb. 17, 18, 19, 1920. F. X. Becherer, secre- 
tary, 5136 North Broadway, St. Louis. 

NEW YORK STATE RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Syracuse, Feb. 17, 18, 19, 
20, 1920. Headquarters, Onondaga Hotel. Exhibition, 
State Armory, Jefferson Street. John B. Foley, secre- 
tary, 607 City Bank Building, Syracuse. 

MINNESOTA RETAIL HARDWARE ASSOCIATION CONVEN- 
TION, St. Paul Auditorium, St. Paul, Minn., Feb. 17, 
18, 19, 20, 1920. H. O. Roberts, 1030 Metropolitan Life 
Building, Minneapolis, Minn. 

NEW ENGLAND HARDWARE DEALERS’ ASSOCIATION 
CONVENTION AND EXHIBITION, Mechanics’ Building, 
Boston, Mass., Feb. 23, 24, 25, 1920. George A. Fiel, 
secretary, 10 High Street, Boston, Mass. 

OHIO HARDWARE ASSOCIATION CONVENTION, Hotel 
Gibson, Cincinnati, Feb. 24, 25, 26, 27, 1920. James B. 
Carson, secretary, Dayton. 


rs 





JASPER, TEx.—The Jasper Hardware & Furniture 
Company has commenced business here, dealing in 
baseball goods, belting and packing, bicycles, builders’ 
hardware, children’s vehicles, cream separators, cutlery, 
dairy supplies, dynamite, electrical household special- 
ties, fishing tackle, furniture department, galvanized 
and tin sheets, hammocks and tents, harness, heavy 
farm implements, home barbers’ supplies, iron beds, 
kitchen housefurnishings, lime and eement, linoleum, 
lubricating oils, oil cloth, paints, oils, varnishes and 
glass, poultry supplies, pumps, ranges and cook stoves, 
refrigerators, sewing machines, silverware, tin shop, 
wagons, buggies and washing machines. Catalogs re- 
quested. 


Reading matter continues on page 92 
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McKINNEY HARDWARE 


Sor garage doors 
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Just the thing for the man 
of moderate means 


An easy-to-sell set of wrought steel hardware for 
. a 
the garage owner with but a modest cash outlay. 


Set No. 1922 contains complete hardware, includ- 
ing screws, for double swing doors—hinges, bolts, 
handle, latch, all constructed of carefully tested 
steel and finished attractively with a good thick 
coat of black japan. 


You make no mistake in recommending this set 
to your customers—it’s as dependable as the day is 
long. A good way to do is to start with a few sets 
at first—you’ll want more afterwards. 


May we send you a copy of folder M-1? 


Mc KINNEY MANUFACTURING GOMPANY 


WROUGHT STEEL \Mck/ BULLDERS' HARDWARE 


PITTSBURGH, PA. 




















Products Being Placed on the Market by Ilardware Manufacturers 


New Handy Strainer Sauce 
Pan 


A new handy strainer sauce pan 
made of genuine old English gray 
ware has been placed on the market 
by The Republic Stamping and 
Enameling Company, Canton, Ohio. 
This product is a combination strainer 
and sauce pan. 








(e ) 
S4E.co. par.apPO - 


“Handy” strainer sauce pan 


This pan seems to have been de 
signed particularly to make house- 
work easier. For instance the water 
in which potatoes are boiled with the 
jackets on, can be strained off without 
burning or scalding the hands because 
of the new re-enforced handle and 
then the dome cover can be replaced 
confining the steam which will burst 
the jackets thus practically peeling 
the potatoes. The actual capacity of 
the pan is five quarts. 


New Screw Driver 


Henry Disston & Sons, Inc. of Phil- 
adelphia have recently placed a new 
screw driver on the market which is 
constructed on a new principle. For 
one thing the blade is hardened and 
tempered throughout. The average 
screw driver has only the point hard- 
ened. 


























New screw driven 





With the re- 
turn of peace 
““new goods” 
are being 
‘placed on the 
market by 
many manu- 
facturers. 
Watch this 
page for their 
announce- 
ments. 











The manufacturers claim to have 
produced a tool that will withstand 
unusual usage. The blade is hardened 
and tempered the entire length and is 
electrically welded into a forged plug 
as shown in the illustration. This 
plug has wings or fins which engage 
as the blade and plug is driven home 
in the handle. 

The manufacturers say that “never 
in any of the tests has the blade 
turned in the plug nor the plug turned 
in the handle.” This is a tool espe- 
cially adapted for mechanics and au- 
tomobilists as there is practically no 
chance for the blade to give way un- 
der even the roughest usage. These 
screw drivers are obtainable in sizes 
from 3 to 12 in. 


New Barcalo Wrench 


A new model drop-forged wrench 
has been offered to the trade by the 
Barcalo Manufacturing Company, 
Buffalo, N. Y. This is a 22% deg. 
angle wrench. The jaws are thin mak- 


ing it possible to employ the wrench 
in narrow and difficult places. The en- 





Barcalo wrench 


tire ,tool is hardened throughout by 
the bone-hardening process, which 
makes it capable of withstanding 
rough usage. The machining seems 
accurate and all parts fit smoothly. 
The grip on a nut is positive. The 
sizes obtainable range from 4 to 15 
in. and the weights from 2 oz. to 4% 
lb. Each wrench is packed in an in- 
dividual paste board box. 


New Safety Razor Blade 
Sharpener 


The new form of Safety Razor 
Blade Sharpener was recently placed 
on the market by The Warner-Jones 
Company, of St. Paul, Minn., which 
they claim is the only thing of its 








New safety razor sharpener 


kind in the world. The most original 
point about this sharpener is that in 
sharpening a blade it is impossible 
to make a stroke in any but a diagonal 
direction. Most other sharpeners re- 
quire a straight vertical stroke. 

This patent consists of the holder, 
two stones and a strop. Safety razor 
blades can be both honed and stropped 
with this device. 


Reading matter continues on page 94 
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Richards-Wilcox 


Tried and True Trolley Track 


Every length bears the R-W Trade-Mark—None genuine without it 











Suitable for many styles of Doorway equipment—one of which is 


Richards -Wilcox 


Barn moor FeRmgers 





Easily operated. 
Bird Proof. Storm 


Proof. Trouble 
Proof. Durable. 
Built to stand the 
test of long ac- 
quaintance. 





Catalog No. 16 shows door 
hangers for doorways of all 
kinds. You should have a 


R-W No. 321 copy. Write now. 


. Hanger 





“A Haneer for any Door that Slides.’ 


CHICAGO) ARORA. ILLINOIS.U.S.A. ,29Vonx 


LOS ANGELES MINNEAPOLIS 


\CHARDs 
(0. *wiLeox > 

















SAN FRANCISCO 





PHILADELPHIA ==—=—— LONDON. ONT. 
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Emco Spring Support Clamp 


This product was produced by the 
Emco Manufacturing Company, Bing- 
hamton, N. Y., in answer to the de- 
mand for positive insurance against 
spring bolt breakage, on Chevrolets, 
Saxons and other cars equipped with 
quarter elliptic springs. 








Emco spring support clanip 


It consists of a forged steel bracket, 
which slips over the butt end of the 
spring in place. A tubular nut, a 
heavy lock washer, and a hexagon nut 
are furnished for adjustment. The 
bracket itself takes all the strain off 
the bolt. 

The Emco clamp is protected by 
patents and special types are made for 
all makes of cars equipped with quar- 
ter elliptic springs. In making in- 
quiries it is mecessary to specify 
whether the clamps are needed for 
front or rear springs. 


Ford Light Weight Pistons 


A new light weight piston designed 
especially for Ford cars has lately 
been placed on the market by Brodrib 
Bros. Auto Co., 59 Congress Street, 
Hartford, Conn. This piston, which 
is made from the best quality of gray 
iron, is said to weigh one pound less 
than the standard piston used on 
Fords. 

With a reduction of that much in 
the weight of reciprocating parts the 
Ford engine should function with less 
vibration and at a higher speed than 
with the regular installation. The life 
of the engine should also be prolonged 
because of less vibration. 

















New Fora pistons 


These pistons are said to be accu- 
rately machined and ground. Each 
piston is fitted with three lap jointed 
piston rings, two above the wrist-pin 
and one below. All standards sizes are 
made and several over sizes are also 
obtainable. 


The ‘‘Handy” Wrench 


The “Handy” Products Company, 
Erie Building, Cleveland, Ohio, has 
recently added a new wrench to the 


0- 4} 


list of motor accessories they manu- 
facture. This new product is known 
as the “Handy” pet cock wrench and 
is made of high grade steel with a 
black Japan finish. 

The jaws of the wrench are made 





The “Handy” wrench 





New products that 
will increase pro- 
fits in your Acces- 


sory Department. 











in one piece with the ends closed which 
thus prevents it from slipping off. 
They are riveted to the rod and guar- 
anteed not to work loose or turn. The 
full length of the wrench is 21 in. 


Alsop-All-Spark 


This invention, placed on the market 
by the All-Spark Ignition Co., Ine. 
13 Water Street, New York City, is 
controlled from the inside of the car 
and the manufacturers claim that it 
eliminates in times of emergency all 
spark-plug troubles on four-cylinder 
cars. 

The Alsop-All-Spark can be easily 
attached to any car. A hole is bored 
through the dash board and the device 
is then screwed in over the engine. 
The dial is screwed on the side near 
the driver so that the handle projects 
through the hole and engages the cen- 
ter of the device. The wires are taken 
from spark plugs and attached to the 
bottom set of terminals. New wires 
are attached to the top terminals and 
run back to the plugs. 

















Alsop-All-Spark 


The voltage control is from the dial 
on the dash board. A slight turn, and 
the spark is far more powerful, the 
manufacturers claim, than from the 
highest tension magneto with the ad- 
vantage that a low voltage is used for 
starting. It is further claimed that 
at high speeds or under heavy loads it 
will fire every charge of gas regard- 
less of dead plugs, poor or high com- 
pression, oil, carbon and uneven gas 
mixtures insuring maximum power 
under all conditions, and also from 
any type of ignition system. An un- 
qualified guarantee goes with this de- 
vice—it is guaranteed for the life of a 
car. 


Reading matter continues on page 96 
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We 


Believe 


The Consumers’ 
Interests to be 
identical with 


our own. 


Under that Motto, we 
are manufacturing 


FARAMOID 


Pneumatic Casings and 
Inner Tubes 


and attribute 
our success to 
to the steadfast 


adherence to 


that Motto. 
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SUIAVIRTRATHTFUTL APT A RT 


All separate parts en- 
tering into the con- 
struction of our tire 
have the attention of 
competent experts— 
first, each part as a 
unit, and second, in 
relation to all other 
parts, and finally the 
finished product. 


All principles of con- 
struction of our tire 
have behind them 
calcula- 


tion to apply the 


exhaustive 


principles involved 
to eliminate defects 
and assure perfect 


construction. 


J IMUMIIIIINIE AHS AA a 


Your Opportunity for Sales and Profit 


Write for Dealers’ Proposition 








il 


Notes of the Retail Hardware Trade 


AZELTON, IOWA.—Nelson & Richards have com- 

menced business here, carrying a complete stock 
of the following, on which catalogs are requested: 
Automobile accessories, baseball goods, bathroom fix- 
tures, belting arid packing, bicycles, buggy whips, 
builder’s hardware, churns, cream separators, crockery 
and glass, cutlery, dairy supplies, dog collars, dynamite, 
electrical household specialties, fishing tackle, furnaces, 
galvanized and tin sheets, gasoline engines, hammocks 
and tents, harness, heating stoves, heavy farm imple- 
ments, heavy hardware, kitchen housefurnishings, lubri- 
cating oils, mechanics’ tools, paints, oils, varnishes and 
glass, poultry supplies, prepared roofing, pumps, 
ranges and cook stoves, sewing machines, shelf hard- 
ware, silverware, sporting goods, tin shop, toys, games, 
wagons, buggies and washing machines. They con- 
template the erection of a new store brick building. 


MESERVEY, Iowa.—C. J. Wendel has succeeded to the 
business of H. K. Pals. 


OELWEIN, IowA.—The A. J. Maillie Company,. pur- 
chaser of the stock of Erwin C. Gates, requests cata- 
logs on baseball goods, bicycles, buggy whips, builder’s 
hardware, children’s vehicles, churns, crockery and 
glass, cutlery, dairy supplies, dog collars, electrical 
household specialties, fishing tackle, heating stoves, 
heavy hardware, home barbers’ supplies, kitchen cabi- 
nets, kitchen housefurnishings, mechanics’ tools, paints, 
oils, varnishes and glass, ranges and cook stoves, re- 
frigerators, shelf hardware, silverware, sporting, goods, 
tin shop, toys, games, wagons, buggies and washing 
machines. 


VINTON, Iowa.—Stitzel Bros. now own the stock of 
W. W. Wheeler and request catalogs on a line of sport- 
ing goods. 

FAIRMONT, Kan.—The Fairmont Hardware and Im- 
plement Company has moved into its new fireproof 
building. 

NEODESHA, KAn.—C. R. White, the purchaser of the 
hardware stock and business of the Neodesha Hard- 
ware & Implement Company, requests catalogs on the 
following lines: Automobile accessories, bicycles, buggy 
whips, builder’s hardware, cream separators, crockery 
and glass, cutlery, dairy supplies, fishing tackle, fur- 
naces, galvanized and tin sheets, gasoline engines, 
hammccks and tents, harness, heavy farm implements, 
heavy hardware, mechanics’ tools, pumps, ranges and 
cook stoves, refrigerators, shelf hardware, silverware, 
sporting goods, tin shop, wagons, buggies and washing 
machines. 


WILLIS, KAN.—J. H. West has opened a store here. 
His stock consists of a line of automobile accessories, 
bathroom fixtures, belting and packing, bicycles, buggy 
whips, builder’s hardware, building paper, children’s 
vehicles, ehurns, cream separators, crockery and glass, 
cutlery, fishing tackle, furnaces, furniture department, 
galvanized and tin sheets, gasoline engines, hammocks 
and tents, harness, heating stoves, heavy farm imple- 
ments, heavy hardware, kitchen cabinets, kitchen house- 
furnishings, lubricating oils, paints, oils, varnishes, 
poultry supplies, pumps, ranges and cook stoves, shelf 
hardware, silverware, toys, games, wagons, buggies and 
washing machines. Catalogs requested. 


IRVINGTON, Ky.—The Irvington Hardware & Imple- 
ment Company has increased its capital stock from 
$15,000 to $30,000. 

SHELBYVILLE, Ky.—Owen & Moore have increased 
their capital from $20,000 to<$50,000, and request cata- 
logs on automobile accessories and furniture. 


OAKDALE, La.—The Central Hardware Company, 
Inc., has opened a branch store here, and is erecting a 
large brick building. Catalogs requested on a general 
line of hardware. 


NortH ApDAMs, Mass.—Harold B. Payne and Pierce 
J. Cummings, Jr., have purchased the interest of Fred 
E. Carlisle in the Carlisle Hardware Company. 

MUSKEGON, MicH.—H. Workman & Son have dis- 
posed of their hardware business at 134 Pine Street 
to Haveman & Voss. 

GARDEN City, Mo.—Kauffman & Brasfield have 
erected a new store building, 90 x 150 ft. 

MARYVILLE, Mo.—The Howard Wray Hardware Com- 
pany has bought the stock of Hudson & Welch. 

SAVANNAH, Mo.—The hardware stock of S. M. Simp- 


son has been sold to the Graff-Dorrell Implement 
Company. 
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CIRCLE, Mont.—C. A. Anderson has opened a store 
here. 


Lyons, NEB.—Bigsby & Crellin have bought the stock 
of hardware of F. F. Laase. 


DONIPHAN, NeEsB.—C. F. Glazier & Son are purchasers 
of R. D. Wood’s stock. The new owners request cata- 
logs on a general line of hardware. 

MANCHESTER, N. H.—The Manchester Hardware 
Company, which has been located in the Patten Build- 
ing for the past 50 years, has moved to new quarters 
at 762 Elm Street. The concern’s business is both 
wholesale and retail in the following lines: Automobile 
accessories, baseball goods, bathroom fixtures, belting 
and packing, bicycles, buggy whips, builder’s hardware 
building paper, children’s vehicles, churns, cutlery, 
dairy supplies, dog collars, electrical household spe- 
cialties, fishing tackle, hammocks and tents, heavy farm 
implements, heavy hardware, home barbers’ supplies, 
lubricating oils, mechanics’ tools, paints, oils, varnishes 
and glass, poultry supplies, prepared roofing, shelf 
hardware, silverware and sporting goods. 


STEELE, N. D.—The Steele Hardware Company has 
been organized, and catalogs are requested on a gen- 
eral line of hardware and furniture. 

NEWARK, OHIO.—William E. Miller of the William 
E. Miller Hardware Company has purchased the Jones 
Building, in the rear of its store, and will add to its 
sales room a floor space of 40 x 80 ft. to accommodate 
its increasing business. 

DuRANT, OKLA.—The E. G. McKinney Hardware 
Company has bought the stock of S. P. Davis, and 
added a line of crockery, bicycles and silverware to its 
regular stock. Catalogs are requested on automobile 
accessories, bathroom fixtures, bicycles, builder’s hard- 
ware, building paper, children’s vehicles, crockery and 
glass, cutlery, dairy supplies, electrical household spe- 
cialties, gasoline engines, heating stoves, heavy farm 
implements, heavy hardware, kitchen housefurnishings, 
mechanics’ tools, poultry supplies, prepared roofing, 
pumps, refrigerators, sewing machines, shelf hardware, 
silverware and sporting goods. 


CHESTER, S. D.—The hardware stock of the G. H. 
Patton Company has been sold to P. L. Larson, who 
requests catalogs on bathroom fixtures, belting and 
packing, bicycles, builder’s hardware, building paper, 
children’s vehicles, churns, cream separators, crockery 
and glass, cutlery, dynamite, electrical household spe- 
cialties, fishing tackle, furnaces, furniture department, 
galvanized and tin sheets, gasoline engines, hammocks 
and tents, harness, heating stoves, heavy farm imple- 
ments, heavy hardware, home barbers’ supplies, iron 
beds, kitchen cabinets, linoleum, lubricating oils, 
mechanics’ tools, oil cloth, paints, oils, varnishes and 
glass, plumbing department, pumps, ranges and cook 
stoves, sewing machines, shelf hardw2re, silverware, 
sporting goods, tin shop, toys, games, wagons, buggies 
and washing machines. 

LOYALTON, S. D.—The Farmers Lumber & Hardware 
Company has been incorporated with a capital stock 
of $20,000. The incorporators are D. B. Wilson, Glenn 
B. Gleason and Robert L. Sendert. 


NASHVILLE, TENN.—In a recent issue of HARDWARE 
AGE it was stated that the Deeds & Jordan Company 
had discontinued business. The firm is still in business 
at 152 Second Avenue, North. 

NASHVILLE, TENN.—L. H. Hitchcock & Son, Inc., has 
been incorporated, with a capital stock of $50,990, to 
do both a wholesale and retail business in hea ‘arm 
implements, heavy hardware, prepared roofing, wagons, 
etc. The incorporators are Ellis Fite, F. S. Thomas, 
J. M. Ford, B. T. Herring, W. M. Colcock, Jr., Mrs. 
Eva C. Hitchcock and Mrs. Mary W. Colcock, Jr. 


BROOKSHIRE, TEX.—The Brookshire Mercantile Com- 
pany is putting in a supply of automobile accessories 
and request catalogs. 

Fort WortH, Tex.—The J. R. High Hardware Com- 
pany, 1608 Main Street, has been incorporated by J. R. 
High, W. J. Rogers and W. M. Short. The capital 
stock is $5000. 

FAIRWATER, Wis.—Stellmacher Bros. are purchasers 
of the Tinkham & Mielkie stock. 

MARSHFIELD, Wis.—C. S. Sheerin has disposed of his 
stock to Wasserberger & Dickof, who request catalogs 
on a general line of hardware. 


NEILLSVILLE, Wis.—The.Laabs & Powers Company 
is purchaser of the Denis Tourigny stock. 














